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BEAVER PIPE 
TOOLS are not avail- 
able to your customers 
through Mail Order 
Houses, Cut Rate 
Stores nor DTU’s. 


Made in two sizes: 


No. 102— ',% to 2-inch.. $3 
No. 204—2'2 to 4-inch.... $10 


Jobbers’ Discount, 25°. 
Plus Annual Rebate. 


“Best pipe cutter ve ever had’”—that’s what users say. 
“They satisfy our toughest buyers,” Jobbers tell us. 


Of patented design—they are made of certified MALLEABLE IRON to 
give great strength—and accurately ‘“‘squarebuilt” to insure perfect align- 
ment and “tracking.” See cuts below. 

Wheels available for steel, wrought iron, cast iron, brass or copper tubing, etc. 
‘Two tools cover the entire pipe range from 4 to 4-inch. 

Another advantage-BEAVERS are not available to your customers through 
Mail Order Houses, Cut Rate Stores nor DTU’s. 





surface-grinding establishes Wheels at exact right angles— Gang-milling in jigs insures 
true working surfaces. BEAVER Square-Built Cutters absolute accuracy. 
are bound to “track.” 


BEAVER PIPE ITQDLS 


300-500 DANA AVE. WARREN, OHIO 
Quality Pipe Tools—Since 1900 
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In a year studded with outstanding 
achievements in the development of 
machines and machinery designed to 
further improve upon efficient and 
economical performance, THOR has 
given its jobbers, far and wide, the 
greatest sales builder in the history of 
the portable electric tool industry, the 
U14 4” electric drill. . . the smallest 
electric drill ever built. 





for 1936 





MORE sozsens wit prorit wits Gos 


The outstanding acclaim accorded this 
remarkable drill by industry every- 
where is reason why 1936 will see 
greater profits for THOR jobbers than 
ever before. 

New developments... new tools... 
and THOR quality is convincing testi- 
mony that THOR Portable Electric Tools 
will keep jobbers’ electric tool sales 


charts on an upward trend. 


INDEPENDENT PNEUMATIC TOOL CO., 600 W. JACKSON BLVD., CHICAGO 


NEW YORK 


TOOL MAKERS SINCE 1893 


SAN FRANCISCO 
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The Jeffrey Manufacturing Company 
930-99 North Fourth Street, Columbus, Ohio 


Please send me copy of Catalog No. 417 


Firm Name 
Individual 
Address 


SSE POTATOES oP RL PRT RL EE ET EET See TO TT Ta TTT 
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ERE’S the Portable Grinder Line you can 
demonstrate anywhere, anytime—and it 

will sell itself in the face of any competition. 
Power? Plenty, for the heaviest kind of work. 
Performance? The kind that has made Van Dorn 
Tools famous everywhere. Price? Search the mar- 
ket and see if you can equal these grinders for 
value. The new Van Dorn Portable Grinders have 
oversized bearings on armature shaft and spindle 
ends—completely sealed, dust-proof, and grit- 
proof commutators and switches 


a 
TIE UP WITH 


improved, 


what a Buyer Wants 
—he Finds it in the 


New Van Dorn 
Portable 


Grinders 


clog-proof, slot ventilation. Three sizes: 4-Inch, 
$60; 5-Inch, $80; 6-Inch, $100. Universal Mo- 
tors. Standard voltage 110; also available for 
220 and 250 volts. 


Go places with Van Dorn in 1936. These new 
Grinders are three more reasons why Van Dorn 
Jobbers throughout the country are getting a 
big share of the new tool business. Write for par- 
ticulars. The Van Dorn Electric Tool Co., 717 
Joppa Road, Towson, Maryland, U.S.A. 


FOR STEADY FROFITS 
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It's a pleasure to see a product made so well and 
accurately in every detail. As in all Cleveland 
Cap Screws, threads are deep, clean-cut, and a 

Class 3 fit. No burrs. 

TAKE FILLISTER HEADS, FOR INSTANCE Te iisstthreaa and 
the last thread are 

complete. Heads are shaved smooth, slots are 
deep and sharply cut. Points are carefully fin- 
ished. The kind of cap screws you can sell with 
complete assurance that a better product is not 
made. Hexagon (American Fine and Coarse 
threads), Fillister and Flat Head cap screws and 
set screws are stocked in a full list of sizes, packed 
carefully in cartons and kegs for immediate 
shipment. Thirty million pieces are in stock to 
meet your customers’ requirements. Catalog D, 
and Discount schedule should be on your desk. 


THE CLEVELAND CAP SCREW COMPANY 
2927°E,. 79th St., Cleveland, Ohio 
‘ Address Our Nearest Warehouse: 
BHICAGO,726W. Washington Blvd. NEW YORK . . . 47 Murray Street 
LADELPHIA . sath Olive Sts. “LOS ANGELES . 1015 East 16th St. 
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OF A SPRING WASHER 


Wear and vibration are /ive forces 
... constantly gnawing and hammer- 
ing away at your product. It takes 
Live Action to compensate for these 
live forces. A Spring Washer works con- 
tinuously . . . functioning as a spring qt 


. with its range of action assur- 





ing longer life for your product. 


¢ 16 nO SUBSTITUT; 


SPR 








SPRING WASHER INDUSTRY 


ONLY A SPRING WASHER Ee ee © Oy, 
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EXECUTIVE OFFICE OF 


hermol 


Factories and Main Offices of Subsidiaries e e . * Trenton, New Jersey 





Brake Linings « Fan Belts « Clutch Facings « Radiator Hose + Universal Joint Discs « + « Belting » Hose and Packings 


January 2, 1936 


To Thermoid's Customers: 


Business is fine; we thank you! Your purchases of Thermoid 
products in the year just ended boosted our Mechanical Rubber 
Division's business more than 30% over the preceding year's sales 
eee and 1936 gives every indication of our continued expansion. 


Frankly, this increased business explains the terdiness of 
some of our deliveries. We have already taken steps to prevent 
such delays recurring. Factory improvements we have made include 
additional (1) power plant facilities, (2) presses, (3) mold 
equipment, (4) other factory production equivment and (5) more 
floor space to accommodate all these improvements. 


Add to these plant improvements the new and improved products 
developed by our laboratory and research departments, and it all 
spells a better source of supply for your mechanical rubber goods 
requirements in 1936. We are fully prepared to fill your orders 
promptly with products whose uniformly high quality is assured by 
our expansion program and by closer inspection standards. Because 
of this, we are looking forward to the best year's business in the 
55 years of Thermoid'’s history. 


We fully appreciate the business you have been giving us, and 
trust that we may continue to merit it. 





F.E.Schluter 
lr 


NO AOREEMENT 18 BINDING UNLESS CONFIRMED IN WRITING BY AN OFFICER FROM THE HOME OFFICE 





BRANCHES: DETROIT ° CHICAGO e SAN FRANCISCO ° ATLANTA ° TORONTO, CANADA 
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Pw your sheet metal 
sales to industry profitable? 


2? ~ of. 


<JONCAN> ay | 


PPER *e,9* 
Mois DEN-UM 


IRON 











A few years ago, a prominent western 
lumber company encountered serious cor- 
rosion trouble. Resin and creosote vapors given off by the 
wood quickly corroded and caused early failure of the dryer 
doors and ducts. | 
There was but one thing to do—find an economical ma- 
terial that would resist corrosion—so they turned to Toncan 
Copper Molybdenum Iron—the alloy of refined open hearth 
iron, copper and molybdenum with the highest rust-resistance 
of any ferrous material in its price class. 
As has been the experience of thousands of users of 
Toncan Iron, they found that it lasted three to four times 
longer than the metal they had been using. In fact, they 





were so well pleased that they specified Toncan Iron out- 
right for a new dryer recently installed. 

That’s how Toncan Iron builds good-will for supply 
houses that stock and recommend it—brings repeat business 
—and makes your sheet metal sales to industry profitable. 


Republic Steel 


CORPORATION 


GENERAL OFFICES:::--:-: CLEVELAND, OHIO 
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of the most 
popular wrench 


in industry 


@ Few tools have attained the universal popularity of 
WILLIAMS’ Carbon Steel WRENCHES. Sturdy, 


strong, with accurately milled openings, these tools 


handle well, grip safely, make any man a better work- “AGRIPPA” TOOL HOLDERS 


man. Backed by 50 years of wrench making ... bearing "8 - oo 
a name nationally known for quality ... WILLIAMS’ pune tn panetenthy 


ti f lathe 
DROP-FORGED WRENCHES are available in 50 sien end chtgim. taete. 


dotine te their many S enaiaties 


patterns and more than 1000 sizes. Fully guaranteed, and service features. 


BUY FROM YOUR DISTRIBUTOR 


ws. Hi. WILLIAMS & co. 
75 Spring St., New York 
Headquarters for: Drop-Forged Wrenches (Carbon and 
Alloy), Detachable Socket Wrenches, “C” Clamps, Lathe 


Dogs, Tool Holders, Eye Bolts, Hoist Hooks, Thumb Nuts 
and Screws, Chain Pipe Tongs and Vises, etc., etc., ete. 
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WINGS FOR AMERICA! 


The end of the long road to the de- 
velopment of a practical “flivver” 


airplane is in sight. A way to drive 
an airplane propeller from a low-cost stock auto- i i li 
mobile motor, fueled with ordinary commercial V-Belt driven airplane drive with 


‘ the 6 Condor Belts which after the 
grades of gasoline, has been found. This epoch- SAD heer ton chewed “enetatiy 


making drive has been thoroughly tested in a good wear”... Note that this drive 


: wos over 50% underbelted and at 
government-supervised endurance run under nearly the start it wos actually operated 


flight conditions at the Casey Jones School of Aero- i on aude oe teu 


nautics at Newark, N. J. (Official report available; see strength and a stretch of only 5% 


. ° under a 900 Ib. load. Slippage from 
below). The engine-to-propeller drive was operated Seb @. P. th. to “elds anen” exer 


for 300 hours, the power being transmitted by six aged only 3%. The Whipcord con- 
struction is shown above. 


6Gondoz WHIPCORD V-BELTS 


It is significant that Condor V-Belts were selected for the since Condor V-Belts have the strength and wearing 
drive. These were stock belts. The endless Whipcord quality to enable them to pass such a grueling test with 
strength member placed in the neutral axis area, a design “flying colors”, they must certainly be the belts for the 
originated by Manhattan, makes such performance possi- industrial drives of your customers. They cost no more. 
ble. For you, the important conclusion to draw is that Their outstanding performance is entirely due to their 


8-POINT BALANCED CONSTRUCTION 


. Minimum Inelastic Stretch 5. Smooth Running 

. Wide Margin of Strength 

. Uniform Flexibility 

. Maximum Resistance to 
Structural Breakdown 8. Correct Lateral Reenforcement 


6. Maximum Traction 
7. High Resistance to Side Wear 





Let us send you the Air Commerce Bulletin (left) describing the Casey 
Jones test with Condor V-Belts and our latest General Catalog and 
V-Belt Engineering Data Book (right) giving full particulars on Condor 
Whipcord V-Belt construction. 


Ask for details of the Condor Franchise. Other Condor Products—like Condor Whipcord 
V -Belts—have outstanding performance records, which make them appeal to your customers. 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
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PEG US 


Belt Hooks 


WITH THE STEEL BINDER BARS 


S 

. e 
cure’ ount Fy a yar 
the reardy Hook” 


and 
4%O VY 
: e ey 


IN STRIPS...ONE UNIT 
IN LACING... ONE UNIT 


IN OPERATION. . ONE UNIT 
“IN UNION THERE IS STRENGTH” 











DON’T OVERLOOK THESE SELLING POINTS 


NO OTHER 2” PORTABLE PIPE MACHINE HAS ALL THESE 
FEATURES. WHY OFFER YOUR CUSTOMERS LESS? 


SNAMS WN > 


10. 
11. 
12. 
13. 
14. 


15. 


No 


Separate die head and dies for each size pipe. 

Adjustable opening die heads of the hinged type—wearing points renewable. 

1” to 2” dies of High Speed Steel. 

Safety friction gear. 

Geared scroll universal chuck protected with wrench ejectors. 

Centrifugal oil pump—operates in either direction—no check and relief valves. 

Four knife cutter. 

Speed—2” pipe threaded 22 seconds in Super Model and 31 seconds in Standard Model. 2” 
pipe cut off 15 seconds. 

Renewable round ways supported at both ends. 

Compact with low center of gravity. 

Ball bearing motor. 

Twelve fluted reamer of the swinging arm type. 

Deep wide chip pan—no splashing of oil. 

Convenience of operation—Two inch nipples as short as 3” can be made in Super Model with- 
out nipple chuck—3'¥,” in Standard Machine. 

Convenient dial type thread length indicator. 


. 999 STANDARD MODEL WITH 6 NON-OPENING DIE HEADS AND DIES................... $285.00 
. 999 SUPER MODEL WITH 6 QUICK-OPENING DIE HEADS AND DIES.....................-. 350.00 


SUBJECT TO LIBERAL DEALER DISCOUNT. 


THE TOLEDO PIPE THREADING MACHINE Co. 


TOLEDO, OHIO New York Office, 72 Lafayette Street 


“TOREDO’ 


A DEMONSTRATION MAKES THE SALE 
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e@ Distributors in all sections of the coun- 
try are looking forward to the year just 
started with confidence. A glance at the 
opinions of leading business paper editors 
on following pages leads us to believe that 
this confidence is well-founded. In nearly 
every case, industries are quite sure that the 
new year will bring an appreciable pickup. 
The trade as a whole is in fine condition 
to take advantage of the expected increase. 
Nearly every organization is trained down 
to “fighting weight,’’ with dead-wood elimi- 
nated and every man a producer. The de- 
pression caused many headaches but it also 
taught valuable lessons. Unproductive over- 
head has been slashed to the bone by dis- 
tributors who were literally “fighting for 
their lives.” Operating systems have been 
simplified without hurting service because 
necessity demanded the saving of a few dol- 
lars. Salesmen, many of them struggling 
along on a straight commission, have learned 
to turn “valuable contacts” into actual sales. 
The above ingredients, mixed well with a 
slight increase in general business, produced 
black net figures in 1935 for most houses. 
There is every reason to believe that the same 
factors will produce even better results in a 
year which promises to be from 10% to 25% 


MILL 
SUPPL as 
JANUARY 1936 


JAMES A. CHANNON 
Editor 


EVERY MAN A PRODUCER 


better than last year, which is now history. 

In the contemplation of this rosy dream, 
let’s not forget the lessons taught by the 
depression.. Periods of prosperity have 
always marked a startling increase in un- 
productive personnel and activities, paid for, 
of course, by extra volume. The increased 
percentage cost of distribution brought about 
by this phenomenon has undoubtedly been 
one of the principal contributing factors 
to the switch in buying habits, from dis- 
tributor to direct, noticed in prosperous 
times. 

Distributors have a big “edge” over direct- 
selling manufacturers so long as they keep 
their organizations in “fighting trim,” with 
every man a producer. Let the fat pile on, 
in the form of unproductive overhead and 
activities, and that “edge” disappears. 


The year ahead looks promising. It can . 


be made to return real profits by continuing 
to concentrate on essentials, sales and serv- 
ice, and refusing to allow the useless super- 
structure of past good times to rob income. 
Present organizations are made up of pro- 
ducers. When necessary personnel additions 
are made, see that they too add to the effec- 
tiveness of your sales or service in greater 
proportion than they add to your overhead. 





i, ces 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


Y 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 





































% Republic’s Policy offers to Mill Supply 
Distributors a harmonious relationship with 
their source of supply that forms the sound- 
est basis for increasing their profits. It com- 
pletely coordinates factory and distributor 
activities. It gives to distributors a nationally 
prominent line of mechanical rubber prod- 
ucts, backed by aggressive sales coopera- 
tion. 

Through the influence of this policy, the 
quality of both product and service has 
been advanced and industry has benefited 
by new economies in buying practice. 


Our extensive experience in meeting the 
needs of distributors has made us worthy 
of your confidence and capable of working 
hand in hand with you on an energetic, 
sales expansion program. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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LONG confab between a manufacturer’s sales 

manager and the man holding a similar posi- 
tion in a leading supply house was reported to us 
the other day. The first “SM” contended that it 
was a downright shame the way distributors’ sales- 
men dozed or slept through Saturday morning 
sales meetings. He pointed out that manufac- 
turers spent considerable money to send repre- 
sentatives to these meetings and should be able to 
count on attention. The second “ditto” countered 
with a snappy crack to the effect that if the afore- 
said representatives presented their subjects in 
an interesting manner, the snores would die down 
to a mere whisper. Both of these “friendly 
enemies” are right. From a dollar and cents view- 
point, the distributor’s salesman, who snoozes 
while someone who knows is handing him addi- 
tional income on a platter, is several kinds of 
crazy. His future depends on his ability to acquire 
knowledge of his products and their application to 
be passed on to his trade. On the other hand (and 
this is borne out by personal observation) many 
manufacturers’ representatives would do well to 
put a little thought on the dramatization of their 
presentations. The dozing salesman can hardly be 
criticized by the speaker whose monotone courts 
Morpheus and whose story is duller than the 
pocket-knife you got for Christmas. 





@ Presidents and secretaries of the 
National, Southern and American 
Associations met in Washington on 
December 10, at which time they 
virtually settled on a convention 
program for the triple meeting at 
Atlantic City in May. Here are a 
few salient points. The convention 
will be held at the Ambassador Ho- 


tel beginning May 11 and ending 
May 13. The Monday will be de- 
voted to golf, recreation and ex- 
ecutive committee meetings. Work 
will start Monday evening at 8 
P.M., continuing through Tuesday 
and Wednesday and terminating 
with a banquet and dance on that 
day. Most important is the type 


MILL SUPPLIES @® JANUARY 1936 


of discussion which will feature 
the program. Every available min- 
ute is to be devoted to discussions 
of better sales, sales management 
and sales promotion methods for 
distributors—discussions which are 
bound to yield every delegate at 
least one income-producing idea. 
A minimum of high-sounding, gen- 
eral talks on business in general, 
a maximum of cold-turkey discus- 
sions on the distributor’s own busi- 
ness. Such a _ program needs 
outstanding leaders. Thinking dis- 
tributors and manufacturers are 
urged to take an active part. 


@ On the following pages appear 
statements by many leading indus- 
trial paper editors on the outlook 
for 1936. These men have all trav- 
eled extensively in 1935, are in con- 
stant touch with the industries they 
serve. Add to the encouraging pic- 
ture they paint a steady stream of 
letters from distributors who say, 
“1935 was 35% ahead of 1934 and 
we are expecting further increases 
in 1936;” “Transmission, materials 
handling and portable electric tool 
lines have shown remarkable in- 
creases and inquiries are greater 
than at any time since 1929;” “Will 
show a 25% increase over 1934 and 
1936 looks bright.” No amount of 
predicting will bring in the orders 
to the fellow who doesn’t go out 
after them, of course, but it is en- 
couraging to know that the market 
is there. 


@ Melrose Holmgreen, Alamo Iron 
Works, San Antonio, Texas, calls 
our attention to the fact that a fine 
new port will soon be completed at 
Brownsville, Texas. He is particu- 
larly enthused since his company 
has a branch warehouse at Browns- 
ville and the opening of the port 
has caused considerable develop- 
ment. His enthusiastic letter, 
which, by the way, carries the good 
news of a substantial increase in 
business this year closes with the 
remark that “some of you snow- 
diggers in the north would enjoy 
and profit from a visit down there 
where the climate is always ‘just 
right.’’’ Looks like we are forced 
to add these Texas boys to our 
Florida and California friends in 
the National Weather Salesmen’s 
Association, Incorporated. 
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ILL SUPPLIES believes the 
time has come to welcome 
good news with more than a ten- 


tative, hesitant gesture. Let’s ad- 
mit it—business is better, much 
better! And it’s pretty apt to be 
better all through 1936. The fol- 
lowing pages present an imposing 
array of opinion by authorities in 
all lines of industrial activity citing 
the tremendous improvement, not 
only in business ieself, but more 
important, in sentiment and psy- 
chology throughout the country. 

The supply industry has, of 
course, participated generously in 
the upswing. A general increase 
in sales volume was experienced 
during 1935. Monthly surveys by 
MILL SUPPLIES showed sales for 
the last half of the year not only 
better than sales for a similar pe- 
riod in 1934, but well above the last 
while September 
sales were by far the best of any 
September since 1930. In the light 
of this continued advance, the com- 
ing year will undoubtedly present 
an impressive opportunity for man- 
ufacturers of products going to in- 
dustry. 

Improvement in sentiment, as 
distinguished from statistical ad- 
vances, is widely recognized as an 


several years, 
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Ss. B. WILLIAMS 


Indexes are up. Individual business men in all 
parts of the country say business is much better. 







Business?” — 193fh 


ae 
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A. HALE D. G. WOOLF 
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Outlook: More sales for mill supply houses! 


outstanding feature in the present 
situation. Thus, a recent Cleve- 
land Trust Company Bulletin re- 
marks: “The difference seems to 
be that the prevailing sentiment of 
business during each one of the 
previous upturns in the depression 
period was one of tentative opti- 
mism, but that this time it is one of 
growing confidence.” 

To get confirmation of this gen- 


eral improvement in_ attitude. 
MILL SUPPLIES has asked a 
group of McGraw-Hill editors— 


men who are responsible for lead- 
ing publications in practically all 
major industries served by mill 
supply houses—to give us their 
impressions of conditions in their 
fields. 

These statements reveal an un- 
precedented opportunity for the 
mill supply industry. They em- 
phasize a tremendous gain in con- 
fidence. Business men today, more 
than at any time during the last 
half decade, are in a mood to buy 
equipment and supplies. 


General Manufacturing 
Business is better. That is a 


matter of record. Indexes show it. 
Manufacturers say it. “Busier 
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than we have been since 1929” is a 
frequent remark. 

It is not unusual to get this re- 
action: “We are trying to organize 
for recovery. Orders have mul- 
tiplied. Skilled workers are scarce. 
We have let maintenance go now 
for four years. We have reduced 
minimums in our stores of parts 
and supplies. All at once we are 
facing the necessity to produce, and 
we are not ready.” 

All of this means that industrial 
plant psychology is changing. 
“Spend nothing” policies are being 
replaced by “Get it now” policies. 
Admonitions to get ready for or- 
ders are receiving attention. 

But buying is not being done 
carelessly—will not be. The manu- 
facturing industries are learning 
that real prosperity is brought 
about only by selling at prices low 
enough to permit wide distribution. 
They know that low prices can’t 
come about unless production and 
distribution costs are low. They 
are guarding against a period of 
profitless prosperity. Anyone who 
will enjoy better business must. go 
along with this program. 

L. C. MORROW 
Editor, Factory Management. & 
Maintenance 
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Machinery and Metal-W orking 


Business conditions in the ma- 
chinery and metal-working indus- 
try at the close of 1935 are by long 
odds the most encouraging for five 
years. While not all lines of ma- 
chinery manufacturing have _ re- 
covered to 50 per cent capacity, 
a few have followed the machine 
tool industry upward to approxi- 
mately two-thirds of the 1929 peak. 
Machine tool sales ran 25 per cent 
ahead of the 15-year average for a 
time during the summer, dropped 
off during the period of the very 
successful Machine Tool Show and 
are now rapidly approaching the 
summer level once more. Prospects 
for the first six months of 1936 are 
looked upon as unusually good be- 
cause the promotional work done 
by the Show is not expected to take 
full effect until around the first of 
February. 

The change in the date of the 
annual automobile show has re- 
sulted in advancing the period of 
activity of the tool and parts shops 
two months and is expected to mean 
that they will operate at or near 
capacity for a longer time than has 
been the experience recently. There 
is a general lack of skilled men 
in the metal-working industry and 
considerable thought is being given 
to supplying the lack by accelerated 
training methods. The almost com- 
plete abandonment of many factory 





training schools during the depres- 
sion has caused a shrinkage esti- 
mated at about one-third in the 
valuable supply of skilled machin- 
ists. The solution of this problem 
is probably the most important one 
facing the industry at the moment. 
K. H. CONDIT 

Editor, American Machinist 


@ An excellent barometer of cur- 
rent actitity in the manufacture 
of metal products and machinery 
is the number of designing engi- 
neers, draftsmen and_ research 
workers employed. In the annual 
survey conducted by Product En- 
gineering, 368 companies represent- 

























How’s business? 
This recent 
“Business Week” 
index, compiled 
to reflect general 
activity, shows 
that the lines of 
"34, °33, "32, and 
now °31_ have 
been _ crossed. 
The supply in- 
dustry has par- 
ticipated gener- 
ously in the gen- 
eral  improve- 
ment. Mill sup- 
ply houses should 
find an impres- 
sive opportunity 
in 1936. 
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ing the leaders in all fields of metal 
manufacturing reported a total of 
7,334 designing engineers, drafts- 
men and research workers employed 
in 1935. This compares with 6,057 
employed in 1934, an_ increase 
of 21 per cent. On the basis of re- 
ports from these same manufac- 
turers, a further increase of about 
15 per cent during the first half of 
1936 is estimated. 

Many new materials and devices 
were developed during the “depres- 
sion” years. These include low- 
cost, high-strength alloy _ steels, 
synthetic rubber, new forms of 
resin plastics, new lacquers, and 
numerous alloys, both ferrous and 
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nonferrous. Great advances have 
been made in the arts of die-cast- 
ing, electric welding, plastic mold- 
ing, and the forming of sheet 
metals. Recently designed machine 
tools of exceptional high-precision 
and high-efficiency and new designs 
of all types of production machin- 
ery have extended the realms of 
possibility for the product de- 
signer. 

Engineering departments § are 
busy incorporating the newly de- 
veloped materials in the design of 
new products and new models. De- 
signs are also being revamped to 
take fullest advantage of the new 
production machinery now avail- 
able. And, on top of all this, the 
new era of “styling” is contribut- 
ing much to design and manufac- 
turing activities. Both consulting 
industrial designers and specialists 
in the engineering departments of 
manufacturers are continuously 
creating new designs of old or new 
products, giving special emphasis 
to attractive appearance, both in 
form and color. 

All of these developments have 
resulted in a tremendous activity. 
Products of previous years are be- 
ing out-of-dated because of the new 
styling, or because 
they are lacking in mechanical re- 
finements. Markets for all types of 
metal products such as production 
and construction machinery, auto- 
mobiles, railroad equipment, air- 
planes, domestic appliances and 
non-mechanical metal goods have 
taken on new life. Indications are 
that we are now witnessing only 
the beginning of another period of 
great activity. 

G. F. NORDENHOLT 
Editor, Product Engineering 


are obsolete 


Electrical Industry 


Business in the electrical indus- 
try reflects the general up-turn and 
in addition the popularity now pre- 
vailing for a greater degree of elec- 
trification in homes and industry. 

Light and power utilities have 
loads exceeding those of peak con- 
ditions in the past by more than 
10 per cent. Field surveys indicate 
steady increase in load in coming 
months. All classes of service are 
increasing in volume, with greatest 
effect coming from renewed indus- 


trial activity and domestic electri- 
fication. Political conditions influ- 
ence sentiment and business 
considerably in this branch of the 
industry but the general sentiment 
is improving along with business. 
Added loads are expected to revive 
capital expenditures for stations, 
lines and other equipment for 1936. 

Electrical manufacturers have 
had a general increase in sales of 
about 25 per cent in 1935 and re- 
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for the coming year, in my opin- 
ion, is exceptionally good,” says Mal- 
colm Muir, President, McGraw-Hill 


business , outlook 


Publishing Company. “This in spite 
of the fact that we are faced with 
an election year and with a session 
of Congress. It must be remem- 
bered, too, that substantial gains 
have been made in many basic in- 
dustries during 1935. Thus, while we 
may look for continued improvement, 
this may not be as spectacular as 
that witnessed last year. 

“One of the features of 1936, I 
believe, will be a continued healthy 
gain in construction, especially in 
residential building and industrial 
structures. Steel production also is 
expected to show a marked gain, 
along with farm income, machine- 
tool production, and electric power. 

“While we are not completely out 
of the woods of depression, it is to 
be noted with satisfaction that ac- 
tivity in the capital goods industries 
is increasing at a good pace. It is 
this activity which is influencing the 
entire recovery movement and which 
will have a tremendous effect on the 
absorption of large numbers of our 
unemployed and on consumer buying 
power. Present indications are that 
1936 will see a further healthy move- 
ment in that direction.” 
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ports indicate a budget for sales in 
1936 of about 30 per cent over 1935. 
Domestic appliance sales set all 
time records in 1935, but a 40 per 
cent increase is expected in 1936. 
Heavy equipment buying by utili- 
ties, industrials and the govern- 
ment is expected to increase greatly 
in volume and negotiations are now 
active. Price levels and competi- 
tive conditions are fair and the 
general situation in manufacturing 
and sales is quite encouraging and 
promising. 

A revival of building construc- 
tion and the remodeling now going 
on in industrial plants add to the 
possibilities for electrical supply 
sales. Air conditioning and elec- 
tric heating are on the increase in 
many applications. 

Looking over the entire electrical 
field the evidence points to a steady 
increase of business on a profitable 
basis for all branches of the indus- 
try in 1936. 

L. W. W. Morrow 
Editor, Electrical. World 


@ In all probability 1936 will be 
the best year enjoyed in electrical 
construction since 1931. Obsoles- 
cence, defective conditions, and 
patch work over the last ten years 
are requiring an ever mounting vol- 
ume of industrial electrical mod- 


‘ ernization. New industrial elec- 
trical equipment, particularly 


automatic control, is hastening the 
obsolescence of old installations. A 
better knowledge of explosive at- 
mospheres brought new require- 
ments into the National Electrical 
Code, which have been incorporated 
into explosion-proof wiring mate- 
rials. 

With the advent of these new 
materials, new industrial moderni- 
zation opened up in paint factories, 
breweries, distilleries, rotogravure 
printing, gasoline stations, flour 
mills, spice mills, and so forth. 

An intensified drive on better 
lighting to improve sight is begin- 
ning to roll up an increasing busi- 
ness in industrial plants, for reflec- 
tors and new types of high intensity 
illuminants. 

There is, however, a _ definite 
shortage of labor in certain parts 
of the country, a condition which 
is expected to become intensified. 
It is also possible that the year will 
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develop shortages in the supply of 
electrical construction material. 

S. B. WILLIAMS 

Editor, Electrical Contracting 


Power 


A true measure of prosperity is 
the production of goods for human 
consumption, and the use of those 
goods. Both are measured, rough- 
ly, by the kilowatt-hours consumed 
by the national plant. Prior to the 
depression, the all-time high of 
utility weekly power production 
was 1,860,000,000 kw.hr. In the 
week ending November 16, 1933, 
it rose to 1,939,000,000 kw.hr., and 
it will be a lot higher than that be- 
fore the year is over. This means 
growing domestic and industrial 
loads and it explains why many 
utilities, in spite of their fear of 
government control, are actively 
figuring on new power equipment. 

Power-service equipment for in- 
dustry and buildings—boilers, tur- 
bines, diesel engines, generators 
and motors, mechanical transmis- 
sion, pumps, refrigerating ma- 
chines, compressors, heating and 
ventilating equipment—has been 
moving ahead throughout the year, 
now faster than ever. Air-condi- 
tioning, particularly, is going 
places. 

Boiler manufacturers, very badly 
hit by the depression, are reporting 
many substantial orders. Business 
in power-plant accessories likewise, 
is greatly improved. This demand 
for power equipment will grow 
month after month, because over 
half of American power-service 
equipment is obsolete, unneces- 
sarily wasting more than $6,000,- 
000,000 a year. Competition is 
forcing manufacturers to reduce 
this waste, now that increased sales 
are providing the wherewithal for 
modernization. 

These samples of today’s univer- 
sally acknowledged trends confirm 
the impressions I have gained in 
10,000 miles of editorial travel since 
last April. Everywhere—in the 
Carolinas, Tennessee, Georgia, Vir- 
ginia, Boston, Pittsburgh, Cincin- 
nati, Chicago, Cleveland—I was 
told that things were getting bet- 
ter, and saw with my own eyes that 
they were. And the latest reports 
are best of all. As to the immedi- 


ate future, I can see nothing but 
further progress. While no man 
can foresee the more distant future, 
it is my hunch that we are in for 
two or three years of healthy busi- 
ness expansion. 
PHILIP W. SWAIN 
Editor, Power 


Mining 


The bituminous coal-mining in- 
dustry should offer a still broader 
market for supplies and equipment 
in 1936 than it did in the year just 
closed. Continued recovery in gen- 
eral business activity will mean in- 
creased consumption of coal in 
manufacturing and transportation. 
This is turn will result in greater 
demand for’ supplies directly 
expended in production and, there- 
fore, controlled by the tonnage ac- 
tually mined. Moreover, progres- 
sive mine management is pushing 
modernization of plant and equip- 
ment to reduce production costs 
and so maintain its market place. 
This movement, which was sharply 
accelerated with general stabiliza- 
tion of wage rates late in 1933, has 
been further stimulated by new 
wage agreements executed last fall 
and running until April 1, 1937. 
Because anthracite is used prima- 
rily for house heating, production 
trends in that branch of the coal- 
mining industry are less closely 
synchronized with general business 
activity, but the competitive situa- 
tion in the household fuel market 
makes expenditures to keep down 
production costs no less imperative 
than in bituminous-coal mining. 

SYDNEY A. HALE 
Editor, Coal Age 


@ Barring unforeseen events, the 
improvement that has taken place 
in the metal mining industry dur- 
ing 1935 should continue through 
1936, and the prosperity of gold 
and silver mining should extend 
to copper, lead and zinc. 

Gold and silver mining have prof- 
ited from higher prices resulting 
from the monetary policies of the 
Administration in devaluing the 
dollar and buying silver. 

Copper, lead and zinc producers 
have greatly improved the statisti- 
cal position of these metals during 
1935. Stocks have been reduced to 
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a point where they are not consid- 
ered excessive. Copper stoeks were 
reduced from 340,000 tons’ 'to 227,- 
000; lead from 235,000 to 225,000; 
zinc from 120,000 to 96,000. At 
the same time prices advanced dur- 
ing the year for each of the metals 
as follows: Copper from 9c. per 
pound to 94c.; lead from 3.70c. to 
4.50c.; zine from 3.70c. to 4.85c. 
Domestic consumption of all three 
metals was unusually high toward 
the end of 1935. Further improve- 
ment will accompany revival of ac- 
tivity in construction and general 
manufacturing. 

There is ample productive ca- 
pacity to take care of new demands 
on the part of consumers, and some 
expansion in production of copper 
has already taken place. On the 
whole, although producers are not 
likely to be led into errors of over- 
production and thus upset condi- 
tions that are regarded as highly 
favorable, supply houses can look 
forward to increased sales to the 
mining industry as conditions im- 
prove. 

H. C. PARMELEE 
Editor, Engineering & Mining 
Journal 


Process Industries 


By their very nature the process 
industries are inherently progres- 
sive. They have had their origin 
in research and their progress de- 
pends largely on the introduction of 
new products and new processes. Al- 
though these have been coming out 
of the research laboratories at an 
ever increasing rate in recent years, 
it has been only during the past 
few months that the chemical engi- 
neer has made the most progress 
in translating laboratory results to 
full-scale plant operation. That 
trend is strikingly reflected in new 
plants for the synthesis of rubber, 
camphor, plastics and similar or- 
ganic chemical products. 

In the petroleum refining field, 
the new so-called “polymerization 
’ promise to make avail- 
able much better and cheaper mo- 
tor fuel. From a_ conservation 
standpoint this is particularly sig- 
nificant, since the source of these 
new polymer gasolines is the re- 
finery gases formerly wasted to the 

(Continued on page 74) 
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The small or average distribu- 
tor cannot stock his catalog. 


A small, carefully selected 
stock constantly on the move is 
the answer. Portion of the 
Harris stock on main sales 
floor where the customer can 
easily see and handle products. 


By 
GEORGE HARRIS 


President, Harris Supply Company 
Portland, Oregon 


F it is true that a man is as old 

as his arteries, it is equally true 
that a steam plant is only as good 
as its valves. Valves will be nec- 
essary in industrial plants for gen- 
erations to come. In selling them, 
it pays to build carefully, on a solid 
foundation. The superintendent or 
foreman in the small plant today 
may be the chief engineer in the 
big mill next door tomorrow. Re- 
sults in selling valves are obtained 
by gaining the confidence of the 
customer over a long period of time, 
first, in the product itself and, sec- 
ond, in the man who sells it. 

Confidence in the product comes 
largely from the amount of national 
advertising that has been done 
upon it, provided the product itself 
is honest, which it usually is if it 
has warranted consistent advertis- 
ing for a long time. Confidence 
in the man who sells it is built 
upon the thoroughness of his 
knowledge of the applications and 
the personal service he renders. 
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VALVE SALES 
BRING PROFITS 





Valves are far from a simple, 
staple commodity that everybody 
knows all about. A book could be 
written on the selling points of the 
various kinds and types and how to 
present them to the customers. In 
the space allowed here, only a few, 
perhaps random observations may 
be made briefly. I have chosen for 
the purpose: (1) plants to call on; 
(2) who to see; (3) the guiding 
factor in sales; (4) talk specifi- 
cally; (5) what to talk about; (6) 
stocks and turnover, and (7) han- 
dling claims. 


Plants to Call On 


Industries vary in different ter- 
ritories, naturally, but it is my be- 
lief that every industrial plant in 
any territory is deserving of atten- 
tion, big or little, wherever there 
is a smokestack. The largest in 
order of importance from the valve 
standpoint in this particular terri- 
tory are pulp and paper mills, saw 
mills, steam power plants and 
creameries. But the small plants, 
the “mosquito plants” as I call 
them, get even more attention pro- 
portionately from me than the large 
ones. Effort expended upon these 
smaller plants almost invariably 
pays for itself sooner or later. For 
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In a laundry or dairy, valves 
are throttled all day long with 


wet hands, seldom entirely 
closed. Go after the sale of 
the better product with assur- 
ance. It will pay the customer 
to pay the additional price. 


instance, I was recently in a me- 
dium sized city with a _ limited 
amount of time to spend. Of 
that time, I spent 14 hours at a 
little plant trying to help the 
manager with a problem entirely 
out of my line. It ended up that 
he needed a_ special device the 
source of which neither of us 
knew, and which he wished to have 
me look up for him in Port- 
land. I did this later and located 
it in a dairy supply house. The 
point is that I spent more time 
with him than I did at two of the 
largest mills of their kind in the 
United States, located in that same 
town. While I cannot as yet point 
to any “returns” from that call, 
nothing is more certain in my mind 
than that they are bound to mate- 
rialize some day. 

Apparently it is not practicable 
or worth-while for the distributor 
to attempt specific analysis of the 
valve business by type of plant. 
Valves are almost universally used. 
It would be like having the dis- 
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tributor chart up the best fields 
for selling handsaws and screw- 
drivers, in what departments and in 
what quantities they are used. As 
stated, we make calls on almost 
every place in sight. Steam is still 
the old standby for valves, with air 
coming fast as a field of applica- 
tion. Between them, they will take 
you into the majority of indus- 
trials. Of course, there are certain 
lines of industry where the greatest 
volume is done. Perhaps it would 
interest those in other localities to 
see what classes of industrials we 
are selling here. The following list 
is typical though by no means com- 
plete, only the first four being put 
down in order of importance in this 
territory: Pulp and paper mills, 
saw mills, power plants, creamer- 
ies, laundries, railroads, public 
buildings, office and commercial 
buildings, hotels, electric and gas 
utilities, packing plants, green- 
houses, bakeries, gasoline whole- 
salers and refiners, service stations, 
marine, mines, governments—fed- 
eral, state, county and municipal, 
canneries, contractors on large con- 
struction, commercial oi] burning, 
foundries, and so forth. 


Who to See 


In the beginning I said that it 
pays to cooperate with the superin- 
tendent or foreman of the small 
plant. If you do this when he is 
lowly, it means a tremendous lot 
to you when he rises. His arms are 
then literally open to you and “can 
I do you some good now?” is his 
attitude. 

In the mechanical field there is 
a certain percentage who will con- 
tinue to know little more of their 
business than how to build a fire 
and raise steam. In the lumber 
business they have been referred 
to ungraciously as “whistle punks.” 
But even the whistle punk buys 
some equipment or can influence the 
buying. In selling a man of this 
type it is best to conceal a good 
deal of the knowledge you may 
have on the subject. He is inclined 
to resent your trying to tell him 
anything technical about valves and 
their operation. It is, therefore, 
necessary to be able to differentiate 
between this type of man and the 


type that is trying to learn and to 
rise, and to which latter type you 
try to give everything you have on 
the subject. I am happy to say 
that the whistle punk type is in 
the minority and getting more so. 

On the other hand, when you go 
in to see the chief engineer of a 
large plant, who may have a tech- 
nical training and a string of col- 
lege degrees, have prepared at your 
fingers’ tips and your tongue’s end 
every bit of information you have 
on valves and how they operate un- 
der all conditions. He will almost 
always begin by asking for infor- 
mation. He is just big enough and 
touches on so many things in con- 
nection with the business that he 
has ceased to try to know it all and 
depends upon others to furnish in- 
formation. 

In the large steam plant the 
salesman should always try to see 
the chief engineer first, and then 
whoever he may recommend. In 
small plants go to the owner first. 
He must be sold eventually and 
very often has no real operator. 


The Guiding Factor in Sales 


The factor that should be the 
guide in connection with any valve 
sale is the ability of the valve sug- 
gested to stand up and perform 
most economically under the service 
conditions involved. That’s an- 
other way of saying, always try 
to sell the right valve for the right 
place. If a valve is to be throttled 
severely all day long, the best grade 
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GEORGE HARRIS 


of valve is the cheapest in the long 
run, as a rule. Or take an appli- 
cation such as in a laundry where 
the attendant with wet hands sel- 
dom gets the valve completely 
closed. In either case, the result is 
wire drawing. Perhaps a standard 
valve at $1.60 will serve the pur- 
pose for a time. Yet a very high- 
grade valve at $7.00 may save the 
customer a lot of money over a 
longer period. It is essential to 
know these things in order to sell 
the better product. 

Too often a salesman proceeds 


“We have an advantage in car- 
rying, along with the general 
line, this special quick-acting 
plug valve for specific applica- 
tions. We are alone with it in 
the territory and can build a 
great sales talk around it.” 
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Don’t convince yourself before 
you start that the customer 
will not pay the high price for 
the better valve. Keep an open 


mind. Give the customer a 
chance to show his preference. 


to sell himself first with regard to 
a high priced item. When a sales- 
man says of a customer, ‘Oh, it’s 
of no use to talk to him about the 
expensive valve. He will not pay 
the price,” the chances are that he 
is doing the deciding in his own 
mind. Do not be too quick about 
suggesting the low price. An ac- 
tual example occurred recently. We 
had a prospect for a 6-inch reduc- 
ing valve. We carried a standard 
valve of that size that would do 
the work as well as any valve of 
the price. But we also had one in 
in a special line of very high-grade 
valves, priced at $400, far above 
the price of the standard valve. I 
felt that in this case it would pay 
the customer to use it, and so sug- 
gested to the salesman. Despite the 
fact that he had already sold him- 
self on the idea that the customer 
would not pay that much, he went 
out and talked the quality product 
and why it should be used. He 
told me afterwards that when the 
customer gave him the order for 
the $400 valve, without hesitation, 
he nearly fainted. But he had 
learned something about making 
the attempt to sell the valve for a 
particular application. 


Talk Specifically 


In selling valves, try to push 
some specified item. At the mo- 


N 
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ment, it may not be a specialty at 
all, but some regular stock item. 
But get away from generalities 
about the line and center the talk 
upon some particular valve in that 
line. By working your way in, 
piece by piece, so to speak, you can 
hope sometime to get the major 
part of the customer’s business. In 
one large plant, when it was first 
built, two makes of valves other 
than the ones I carry were used 
throughout. After years of time 
and talking specific valves for speci- 
fic purposes I have gotton 30% of 
the old valves replaced by mine and 
am still at it. It is more or less 
of a game. Some say that to call 
selling a game is undignified. I 
say that selling is a game and a 
most interesting one. In the item- 
by-item play you can derive the 
same satisfaction that you could in 
making the small cards take tricks. 
What you can do with the small 
cards often determines what you 
can do with the hand, say the ex- 
perts. 

In line with this idea of talking 
specifically, the distributor has an 
advantage when he carries a spe- 
cialty line or lines of valves of ex- 
ceptional quality and for specific 
applications. They show a fair and 
often a very good margin of profit. 
Aside from that, in the local com- 
petitive battle, where you are alone 
in the territory with a specialized 
product there is more opportunity 
to get the sales talk out of the es- 
tablished price channels. 


What to Talk About 


Many salesmen look upon a valve 
as a staple article, and assume that 
the user knows all about it. They 
do not study it as they would a 
more complicated device or ma- 
chine. They are stumped at the 
simplest objection. Here is a typi- 
cal instance: The customer liked 
a competing valve because it had a 
thicker stem. It probably looked 
stronger to him. The salesman did 
not know why his own valve with 
a thinner stem was just as good— 
perhaps better. The best he could 
do was to argue that his manufac- 
turer had been making valves for 
a great many years, and that if a 
thick stem were any better they 
would have gone to thick stems. 
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Still the customer continued to be 
stuck on that thick stem and never 
failed to bring the point up. 

About that time, the manufac- 
turer sent a new representative 
along—a young fellow who had not 
talked valves for so many years as 
to assume that they no longer 
needed explaining. He sat down 
with the salesman and began to 
take valves apart and really talk 
about them. He set the salesman 
right about the stem business. It 
was simple enough. The company 
had spent a lot of time and money 
developing a special alloy that 
would permit them to make a thin- 
ner, lighter stem which would at 
the same time be stronger and have 
greater resistance to _ tortional 
stress than ordinary brass or 
bronze. Thus, what had been the 
subject of an unanswerable argu- 
ment to the salesman, now became 
a strong selling point. 

There are also selling points in 
relation to solid versus union bon- 
nets, and a whole lot more in rela- 
tion to the valve disc. As an ex- 
ample; the correct way to install a 
high pressure valve in the line is 
with the pressure under the disc, 
so that the valve closes against 
pressure. Many valves are not 
marked so as to indicate this and 
it is surprising the number of sales- 
men and even plant mechanical 
men who do not know it. Valves 


Keep an eye on how your 
valves are operated. This has 
been done in plants—an igno- 
rant or careless operative takes 
a Stillson wrench and sets a 
valve up so tight it almost 
screams with the 


pressure. 
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are going in back-end to every 
day. Put the valve in backwards, 
so that the pressure is above the 
disc and in the chamber at all times, 
and there is abundant opportunity 
for a leak to develop at the union, 
if it has a union type bonnet. 

Or suppose we are talking about 
an ordinary plug type valve used 
for throttling. All manufacturers 
make them with a bevel disc. There 
does not appear to be much for the 


salesman to talk about here, from. 


the competitive standpoint. But 
from the operating standpoint 
there is plenty that he can say. 
This can also be explained by ac- 
tual incident. 

For a two-inch, fairly high-pres- 
sure line, one of our salesmen re- 
cently sold a 13-inch valve, with 
reducer, where the ordinary proce- 
dure would have been to sell a two- 
inch valve. It looks illogical. You 
say that the capacity would be re- 
duced. So it would, but only about 
five or ten per cent. On the other 
hand, a throttling valve is never 
opened as far as possible—only one 
or two turns. So why worry about 
the capacity? The real reason for 
suggesting the change was this. 
Put a two-inch valve on a two-inch 
line and throttle the necessary 
amount and the result is that the 
steam orifice, to pass the required 
volume of steam, assumes the shape 
of a comparatively narrow slit or 
crack. Steam passing through this 
at high velocity tends to wire cut, 
and the wetter the steam the 
greater the tendency. 

By putting in the smaller diam- 
eter valve, the orifice to pass the 
required amount of steam would 
have the same area, but the diam- 
eter of the disc being less, the 
opening must be wider, reducing 
the wire-cutting effect. The fact 
is that the small valve would be 
operating almost open and at say 
85 per cent of its capacity, while 
the large one would be operating 
almost closed, at about 25 per cent 
of its capacity. 

It is well to be able to figure 
these things out for ourselves, and 
not always just blindly sell the cus- 
tomer what he asks for. But in 
making such suggestions that may 
be to the customer’s advantage, 
though at the expense of a lessened 
sale, it is necessary to take into 


consideration your relation to the 


customer. If you know him well 
and he depends upon you for this 
kind of information and sugges- 
tion, well and good. By advising 
him to the best of your ability. you 
bind him more closely to you. But 
if he is a new customer and you do 
not know him well, caution sug- 
gests the soft pedal. If he asks 
for a valve of a certain size, it is 
just as well not to be in a hurry 
about advising anything different. 
If you do, you may be put down 
as a fresh salesman who does not 
know what he is talking about, or 
else one who is so anxious for the 
order that he will recommend the 
substitution of a smaller and con- 
sequently cheaper valve to get it. 

Generally speaking, the majority 
of the older plants are over-valved. 
Possibly 10 or 15 years ago when 
they were built, with the rapid ex- 
pansion then anticipated, this may 
have been good engineering. They 
expected to double and triple their 
output in a few months or years. 
But as things are now, when the 
older pressure valves come up for 
renewal, many of them could well 
be reduced somewhat in size. 

The two or three things just 
brought out about types of valves 
scarcely scratch the surface of 
things that might be said. For the 
salesman who wishes to talk about 
valves and their operation in terms 
of something else besides the usual 
competitive chatter will find every 
opportunity to do so if he will make 
a study of the subject. He will 
find to his surprise, once he starts 
to delve into it, that there is a sur- 
prising amount of information that 
he can acquire that will immedi- 
ately lift them out of the class of 
dry, staple items that everybody 
knows all about. 

It is necessary for the salesman 
to keep a careful eye upon how his 
valves are treated once they are in- 
stalled in a plant. I know of one 
salesman who was called to a plant 
where he had sold a considerable 
order. He was told that the valves 
were no good and that they were 
all sticking for some reason. After 
some gum shoeing he found out 
that one of the operatives had got 
a bright idea. He had made a lever 
about three or four feet long with 
a sort of attachment to grasp the 
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In the large steam plant, see 
the chief engineer. He will al- 
most always begin by asking 


you for useful information. 


valve handles. Reaching around 
with this he could with very little 
effort turn all the valves up nice 
and tight. Anyone else coming 
along to open a valve and not in 
on the secret of the lever invention 
found that they could not be opened. 
More than once an ignorant or 
careless operative will take a Stil- 
son wrench and do the same thing 
either to save his fingers or under 
the impression that he is doing a 
better job. These things must be 
watched for the sake of the reputa- 
tion of your product. A valve is 
a mechanically accurate device. 
When in good condition very little 
pressure is required to close it. 
3ut it should not be subjected to 
abuse. 


Stocks and Turn-Over 


The average distributor in the 
valve line does not stock his cata- 
log. Only the very largest have the 
resources to do this. Not stocking 
all types and sizes, in itself, tends 
to lose business for the distributor. 
The small and average size dis- 
tributor must make up for this, if 
he can, by greater sales ingenuity, 
resourcefulness and personal effort, 
as well as the greater flexibility of 
his small organization, to keep 
what valve stock he has, constantly 
on the move. 


(Continued on page 94) 
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HOW ABOUT THOSE 
SLOW MOVERS? 


By 


LEWIS E. FORBES 


Vice-President and Sales Manager 
Couch and Heyle 
Peoria, Illinois 


UCH has been said about 

pushing the profitable fast 
moving lines, but we have learned 
some interesting facts about 


sibilities in the so-called slow ones. 


pos- 


The fact that most houses are 
pushing the “fast-moving” lines 
is in itself a very good reason 


for considering the opportunities 
offered in the so-called shelf 
warmers. 

Setting aside for a moment the 
question of what constitutes a real 
“shelf warmer” let us consider the 


highly favored type of goods. 
Though it is used daily and may 
carry a fair margin it demands 


a large portion of the salesman’s 
time in pushing, or defending it 
from competition. These lines of 
merchandise used daily are in many 
cases over talked by the salesman. 
After the purchasing agent has 
given time for the story of Jones 
gadgets, Smith gadgets, and Brown 
and White gadgets, he is apt to be- 
come a bit drowsy and justifiably 
irritable when approached on the 
matter of using Thompson gadgets. 

When the distributor has ten 
thousand items the purchasing 
agent reasons, and rightly so, that 
the gadget problem is being given 
attention all out of proportion to 
its worth. But where can he get a 
set of whatsis? He needs that badly 
and wonders if he the 
house, 


saw it in 
Philadelphia 


or was it a St. 


catalog of a 
distributor. 
Right here is where we enter the 


Louis 


scene for there is opportunity in 
the sale of whatsis, which may be 
any one of thousands of items. Our 
competitor is not asking the cus- 
tomer for his regular repeat busi- 


~ 
a 


ness on whatsis and the salesman 
who drops in to mention it is a wel- 
come friend. 

We make it our business to go 
over slow-moving stock. Somebody 
has, or had, a use for it or it would 
not be on our shelves. If the item 
is obsolete we, of course, discon- 
tinue it. But we do not come to 
this conclusion without a careful 
investigation. If two or three firms 
in the territory it, why not 
more? We list a few of these items 
at a time and make inquiries among 
our customers. 


use 


Not long ago one 
of our salesmen mentioned one of 





these items. The customer said, 
“Do you handle them? I never 
knew we could buy them here in 
town. Thought we had to send 
away for them. Glad to know 


where we can get them without de- 
lay. Saves bookkeeping too because 
we only buy that one item from the 
out-of-town house.” 

In this way we go through our 
list of slow selling merchandise 
with the customer, a few items at 
a call, until he is educated to think 
of us for those odd items. Once 
this is done he will buy them from 
us as a matter of course. 


MR. REQUISITION RUSH 
AND MR. JOBBER* 


By 
KARL F. WESTERMANN 
Columbia Steel and Shafting 
Company, Pittsburgh 


R. Requisition Rush is a fel- 

low whom we all know only 
too well, in spite of his various dis- 
guises. We would like to consign 
him to the darkest depths of the 
nether world, but he is a wicked 
old devil, and he haunts us and he 
taunts us no matter how we try 
to evade him. It is funny how he 
sneaks around on a Saturday 
morning, or the day before a holi- 


day, or just before we leave on 
a trip, to give us something to 
worry about while we are away. 


He seems to delight in keeping the 
purchasing department in a turmoil 
in one way or another. 
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He has a brother named Mr. Dam 
I. Forgot. The foreman all know 
this bird. He pops up frequently, 
and when he does they break out 
in a cold sweat for fear ...? Then 
Mr. Forgot is happy, “and how’! 
He wiggles his fingers and his ears 
until his poor victim is almost be- 
side himself. 

Mr. Victim knows only way out. 
He calls on Mr. Requisition Rush. 
And does he rush it! Then Mr. 
R. R. dashes to the purchasing de- 
partment and grins as he an- 
nounces: “Well, here I am again to 
give you more gray hairs. I have 
you down this time.” 

The purchasing department can- 
not fail. It must come through. No 
apologies are acceptable. 


*Reprinted from The Executive Purchaser. 
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Some purchasing agents have had 
the happy dream of being allowed 
an unlimited inventory. It would 
eliminate the rush _ requisitions. 
Companies today, however, do not 
allow such freedom in the purchas- 
ing department. First, it ties up 
too much money. Then you have 
design changes to contend with. 
Also new materials developed by 
your research department. The 
element of deterioration is always 
present, as well as the amount of 
storage space available and the 
fluctuations in markets. 


The purchasing agent’s life saver 
is Mr. Jobber. Service is his watch- 
word; his organization is built 
upon that word. What is service, 
but the ability to meet one of your 
needs when and as your require- 
ments demand it? Mr. Jobber 
knows just how to control Mr. 
Requisition Rush. 

Many lines today are being dis- 
pensed through distributors. They 
carry a most diversified 
ment of sizes, shapes, grades and 
quantities, whether it is in food- 
stuffs or tools. Their idea is not 


assort- 


only to supply the “hurry-up” 
items for the large consumer, but 
the regular purchases of the small 
consumer as well. 

The jobber is a stabilizer of in- 
dustry, for he places the small con- 
sumer on a par with the big fellow. 
His prices are commensurate with 
the services rendered. 

Yes, Mr. Requisition Rush is 
passing out of the picture. No 
more gray hairs on that score, Mr. 
P. A. Your local jobber will be 
your liaison officer to the seat of 
action in your factory. 


CENSUS OF BUSINESS UNDER WAY 


HE value of the Census of 

Business, which began on Jan- 
uary 2, and covers the calendar 
year 1935, will be greatly increased 
to wholesalers by the inclusion of 
many new inquiries on the report 
forms for this field. 

Although following, generally, 
the same course used in taking the 
1929 Census of Distribution and 
the 1933 Census of American Busi- 
ness, the Bureau of the Census has 
not only widened the scope of the 
1935 Census of Business, but it has 
increased the content of the whole- 
sale trade survey. 

New phases to be covered in the 
wholesale Census are: 

1—The radius of coverages or 

sales territory served. 
2—More complete segregation of 
sales to industrial users. 
3—The industrial distributor is 
being recognized as a distinct 
type of wholesaler. 
4—Domestic and export sales are 
being segregated. 
5—Goods held on consignment 
are to be reported and shown 
independently of owned in- 
ventory. 

6—The commodity classifications 

to be used have been improved 
through cooperation with va- 
rious trade associations in the 
attempt to secure widely ac 
cepted and recognized nom- 
enclature. 

7—A complete expense break- 

down is being used for whole- 
sale merchants, including in- 


By 
VERGIL D. REED , 


Chief, Retail and Wholesale Trade, 
Census of Business. 


dustrial distributors, having 
a volume of $50,000, and over. 
8—Types of wholesalers will be 
shown so that the sales vol- 
ume of those usually classified 
as wholesalers can be separ- 
ated without difficulty from 


volume reported by special 
functional middlemen. 
9—A more complete picture 


of employment than has been 
possible in the past will be 
secured. In addition to the 
number of full time employees 
by months, and total pay roll 
for 1935, a cross section of 
employment and distribution 
by full and part-time em- 
ployees, full-time and_part- 
time pay roll, is being secured 
for a sample week (that end- 
ing nearest October 26, 1935, 
selected). All of 
this is to be broken down by 
types of employees, separat- 
ing them under classifications 
such as selling and non-sell- 
ing, and warehouse. 

In addition the wholesale survey 
will show the total number of es- 
tablishments, total receipts and 
total operating expenses. All these 
data will be tabulated nationally, 
and by states, counties and cities. 
It will be further classified by form 


has’ been 
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of organization (individual propri- 


etorship, corporation or other), 
kind of business and type of opera- 
tion during 1935. 

The 1935 Census of Business is 
being made by the Bureau of the 
Census because of the demand, 
created by the rapid changes in our 
economic structure, on the part of 
business men for detailed informa- 
tion concerning the activities of 
American Business. Requests from 
business leaders have determined 
the scope of the work. Represen- 
tatives from all business fields have 
cooperated with Census Bureau of- 
ficials in planning the schedules. 

Headquarters for the project 
have been established in Philadel- 
phia, with Fred A. Gosnell, experi- 
enced head of former’ business 

Chief Statistician in 
Enumeration of more than 
three and a half million establish- 
ments began on January 2. The 
field work will be completed within 
three months. 


censuses, 


charge. 


Preliminary reports 
of basis facts, by states, will be is- 
sued about July 1. Soon after com- 
pletion of the State reports, special 
statistics on wholesale trade will be 
released as rapidly as possible. 

Only sworn employees of the Bu- 
reau of the Census are permitted 
to examine individual returns. No 
access to them is permitted under 
the law, not even to other Govern- 
mental agencies, and no inform- 
ation will be disclosed which would 
reveal any of the facts or figures 
in the returns. 








PUT YOURSELF IN 
THE BUYER’S SHOES 


Which would interest you more—the 

fine product and excellent service of- 

fered or how the product and service 

would enable you to operate your plant 
more economically? 


JAMES A. 


y 
CHANNON 


Editor 


UN over in your mind’s eye 
your last ten sales calls. What 
did you talk about? Did you tell 
the purchasing agent or superin- 
tendent about your latest bowling 


score? Did you discuss your new 
car? Did you, in presenting a new 
26 


rubber belt, talk mostly about what 
a fine plant your manufacturer has 
and the rigid tests to which he 
subjects his products? Did you 
talk about your new, well-arranged 
warehouse and fine fleet of delivery 
trucks? Or did you recognize the 
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fact that every buyer is human, 
hence selfish and interested pri- 
marily in keeping his plant run- 
ning at the lowest possible cost? 
No man who has studied the sub- 
ject could object to a certain 
amount of friendly, personal con- 
versation during a sales call. Like- 
wise, the fact that your source of 
supply has a fine plant and makes 
rigid tests and the fact that your 
warehouse and truck fleet are up- 
to-the-minute, are important. These 
sales points, however, tend to leave 
the job unfinished, for they fail 
to translate your services into pos- 
sible savings for the purchaser. 
Boiled down, the distributor’s 
salesman has two things to sell— 
the service he is able to offer and 
the products of his sources of sup- 
ply. It stands to reason that he 
will encounter less opposition if he 
is able to translate these two com- 
modities into savings to the buyer. 
Let’s see if this can be done. 


The Distributor’s Service 


The industrial distributor offers 
many services to the buyer which 
he can obtain in no other way at a 
similar expense. He offers a large, 
well-rounded local stock of supplies 
and equipment; immediate delivery 
service from stock; emergency 
service; price information; catalog 
information; frequent personal 
contacts; credit facilities; a double 
guarantee on products sold; and 
last, but not least, an economical 
distribution outlet for the manu- 


facturer, without which initial 
prices would be considerably 
higher. 


These facts can be made into a 
dramatic sales story but such a 
story is very apt to leave the buyer 
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unconvinced unless the services of- 
fered can be couched in terms of 
money saving to his plant. 

What does the fact that your 
company carries a large local stock 
of industrial supplies mean to him 
in terms of potential savings? By 
reason of its being, the buyer can 
reduce his own stock to a minimum, 
thus saving interest charges and 
releasing capital for productive 
purposes. This reduction also re- 
duces to a minimum handling 
charges, losses through deprecia- 
tion and obsolescence and releases 
valuable floor space to the produc- 
ing elements of the company. 

Let us look for a moment at an 
actual case study of a municipal 
department which carried a main- 
tenance inventory of $25,000. De- 
spite excellent management it was 
only possible to turn this stock 
over once each year, with the re- 
sult that storage facilities cost 
$1,131.99; transportation, $4,560; 
handling and _ distribution, 
$2,628.21; depreciation, $625; in- 
terest on investment, $1,000, and 
obsolescence, $125; a total of 
$10,070.02 or 40.2 per cent of the 
average inventory. 

On the other side of the fence 
is a large knit goods manufacturer 
with an average maintenance in- 
ventory of $10,000 (also an actual 
case study) which he was able to 
turn over 10.8 times annually by 
using the services offered by dis- 
tributors. This man paid $1,488 
for storage facilities, $14.04 for in- 
surance, $1,284 for transportation, 
$4,500 for handling and distribu- 
tion, $93.60 for depreciation, $400 
for interest and $480 for obsoles- 
cence, a total of $8,259.64 or 7.65 
per cent of his average inventory. 

Arguments such as this (similar 
cases can be found right in your 
own territory) are bound to strike 
home more quickly than the most 
beautiful set of warehouse and 
stock pictures and the most con- 
vincing description of your perfect 
inventory system. 

What does your delivery and 
emergency service mean to the 
buyer? Did you notice in the above 
cases that the first establishment 
paid transportation “expenses of 
$4,560 to handle $25,000 worth of 
supplies and that the second han- 
dled $108,000 worth for $1,284? 


There is your answer. Not only 
does your immediate delivery sys- 
tem enable the buyer to reduce 
his maintenance inventory to a 
minimum, but it actually reduces 
his freight and cartage bills, which 
he, of course, must stand when he 
buys direct from the manufacturer. 

Emergency service—nights and 
Sundays—is a little difficult to eval- 
uate in dollars and cents. Every 
salesman, however, knows of at 
least one instance where such serv- 
ice saved a plant shutdown with a 
resultant saving to the plant of 
hundreds, perhaps thousands, of 
dollars. Use this type of story. 
It is effective. 

Not only does your catalog and 
price information service reduce 
the cost of distribution, hence the 
price of the merchandise, but it 
saves valuable time for purchasing 
and operating departments, time 
which could well be used for more 
productive purposes. The buyer 
isn’t nearly as much interested in 
how much your company paid for 
its last catalog as he is in what it 
will do for him. 

Let’s look at credit. Here, the 
large companies are not as much 
affected as are their smaller neigh- 
bors. You have credit information, 
not available to direct-selling man- 
ufacturers, which is worth time and 
money to the small, unrated buyer. 

You guarantee every product you 
sell. Is not this service of tremen- 
dous value to every buyer in se- 
curing adjustments? Even if only 
clerical and postage charges nec- 
essary to secure adjustment from 
a direct-selling manufacturer whose 
plant is 1,000 miles away are con- 
sidered, the possible saving in 
money is important. 

Think of the time and money 
spent in contacting distant manu- 
facturers in order to secure in- 
formation and prices. Do not your 
weekly, or even monthly, calls make 
a very real saving possible? 

Finally, the very existence of 
your company enables hundreds of 
manufacturers to distribute their 
products economically, thus produc- 
ing a real saving for the buyer in 
the price he pays you. Since it has 
been established that distribution 
through your type of organization 
is most economical for the manu- 
facturers of industrial supplies, it 
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stands to reason that the buyer is 
getting better merchandise from 
you than from the direct selling 
manufacturer whose prices are the 
same but whose selling costs him 
more. Better merchandise at equal 
prices spells saving for the indus-— 
trial plant buyer. 


The Products You Sell 


Apply the same type of reason- 
ing to the products you sell. Rec- 
ognize the fact that the buyer is 
more interested in how the product 
will save him money than in how 
and where it is made. The “how 
and where” story is important as 
substantiating evidence for your 
“plant saving” story but it is not 
the heart of your presentation. 

Suppose you are presenting a 
new file to a prospect. You tell 
him about a newly patented cut, 
about the expensive machinery in- 
stalled by your source of supply to 
insure uniform accuracy and about 
the fact that you have a very com- 
plete stock on hand. If you were 
the buyer, would you be primarily 
interested in this information or 
would you want to know that this 
new cut would insure 50% more 
filings over a longer period of time 
and thus reduce your file costs by 
over one half? Consider any one 
of the hundreds of items of power 
transmission equipment. If you 
were doing the buying would you 
be interested in the manufacturer’s 
fine plant and superior inspection 
service or in the possible power 
saving which its installation would 
accomplish? The answer is ob- 
vious. 

Think of a number of the major 
lines you are selling every day. 
Are you telling what great lines 
they are or are you translating 
that greatness in terms of the 
buyer’s self-interest, tangible 
savings in plant operation? 

Perhaps it is a shame that more 
buyers have not a philanthropic 
outlook on life and the overwhelm- 
ing desire to keep us in business 
just because they like us. Since 
this condition does not, and prob- 
ably never will exist, it seems ad- 
visable to recognize the fact and 
aim our sales shots at the vulnera- 
ble spot in the armor—the buyer’s 
desire to save money for his firm. 
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CENTRIFUGAL AND PISTON PUMPS 


—Sales and Service Pointers 


HILE pumps and compres- 

sors are made in dozens of 
designs, they can usually be clas- 
sified, on a basis of their operating 
principle, as “displacement” (ro- 
tary-gear. cam, or piston-type) 
units, “centrifugal” (with an im- 


peller), and “jet” (entrainment) 
units. 
Piston-type units deliver the 


fluid in a series of impulses. The 
hand well pump, boiler-feed pump, 
and automobile lubricating-oil 
pump are examples. Such a unit 
is well adapted for high-pressure 
service, although several stages or 
steps are employed if pressures go 
above 125 lb., except in very small 
units. A reciprocating pump driv- 
en through belt or gearing, usu- 
ally by motor, is called a “power 
pump,” the commonest type being 
the triplex, which has three single- 
acting plungers. 

Centrifugal 
compressors 


pumps, fans and 
have displaced the 
older types for many kinds of serv- 
ice. This is a result of their high 
operating speeds, which permit di- 
rect connection to motor or steam 
turbine, compactness and low cost 


in large sizes, and uniformity of 


pressure and flow. These units 
can handle fluid containing sand 
and sediment and have no packed 
pistons or plungers, but are usually 





By 
E,. J. TANGERMAN 
Technical Editor 


adapted only for low or moderate 
pressures. An automobile water 
pump is usually a centrifugal type. 

Jet pumps operate by the ten- 
dency of a jet of high-velocity fluid 
to carry other fluid with it. Such 
units are not very efficient, but are 
extensively used — witness the 
steam injector, steam-jet refrigera- 
tion and vacuum pumps, steam-jet 
blowers in locomotive front ends, 
and most gas and oil burners. 

In addition to these types are the 
air lift, the hydraulic ram, the 
screw pump, the Humphrey gas 
pump, the liquid-packing ring type 
of compressor and several others, 
all so limited in application that 
you will probably neither see nor 
sell them. Most of your sales and 
service will be on displacement 
pumps and centrifugal pumps, so 
the remainder of this discussion 
will deal largely with them, al- 
though pointers can usually be ap- 
plied to the general classes. 


Piston-pump Pointers 


Be sure pipes are not smaller 
than the sizes given in the tables, 
particularly on the suction pipe. 
Long pipes should be larger in di- 
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ameter to reduce friction. Keep 
pipelines as straight as possible, 
because sharp turns and valves ob- 
struct flow more than does a long 
pipe. Use as few L’s and T’s as 
possible. Be sure the suction pipe 
is airtight and free from leaks and 
has a strainer at its end; a small 
air leak or a little dirt will cause 
a lot of trouble. Have the area of 
the strainer at least three times 
that of the pipe to avoid clogging. 

3e sure the pump is not more 
than 20 feet above the supply, and 
even at 15 feet use a foot valve. 
If the pump is used for boiler feed, 
there should be a check valve in the 
discharge pipe near the boiler. If 
the discharge pipe is vertical or 
high and long, use a check valve to 
sustain the load of fluid. When suc- 
tion is long and lift great, or the 
pump runs at high piston speed, 
use a suction air chamber on the 
suction pipe near the pump. This 
avoids pounding and _ attendant 
troubles. Ordinarily, 100 ft. per 
min. is considered a fair piston 
speed. Boiler feed pumps should 
be held to 50; fire pumps may run 
at 200 f.p.m. 

If hot water is pumped, keep lift 
low or preferably let the water flow 
into the pump. On any piston 
pump, freezing is a danger. To 
avoid it, be sute all cocks and 
drains on cylinders are opened 
when the pump is stopped. Sup- 
port both suction and outlet pipes 
so there is no strain on flanges. If 
a newly installed pump doesn’t op- 
erate right, recheck the suction and 
discharge pipes; it is more likely 
that trouble is in them than in the 
pump steam valves. If the pump 
makes a short stroke, the cause is 
usually the water pistons or stuf- 
fing boxes packed too tight. Stuf- 
fing-box glands should be pulled up 
only finger tight. Fibrous packing 
in piston pumps sometimes wells 

(Continued on page 112) 


Primary boiler feed pump No. 5 at 
Edgar Station, Boston, Mass. 
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Feet Head of Water and Equiva‘ent Pressure 


Feet Pounds Feet Pounds Feet 

Head perSq.In. Head per Sq.In. Head 

1 43 60 25.99 200 

ome 2 87 70 8-30.32 225 
3 1.30 80 34.65 250 

4 1.73 90 38.98 275 

5 2.17 100 43.31 300 

seru 6 2.60 110 47.64 325 
7 3.03 120 51.97 350 

8 3. 130 56. 30 400 

9 3.90 140 60. 63 500 

ump 10 4.33 150 «64.96 600 
20 8. 66 160 69. 29 700 

30 12.99 170 73.63 $00 

| 40 17.32 180 77.96 900 

a Ges 50 21.65 199 82.29 1000 


Centrifugal Pump Capacities 
Capacity in Gallons per Minute Discharged at Velocities 
in Feet per Second from 3 to 15; also Friction Head in 
Feet per 100-foot Length of Pipe 


—_—_ Diameter of I Sashes- ——___—_ 
Ve- ——1- _ = —-— 4 “ 
locity. C ap. F ric. c ap. Fric. Cc ap ”'Fric. 
3 7.34 4.08 29.37 2.04 66.09 1.36 
4 9.79 6.83 39.16 3.41 88.12 2.27 
5 12.24 10.2 48.95 5.12 110.15 3.41 
6 14.68 14.3 58.74 7.16 132.18 4.78 
7 17.13 19 68 53 9.54 154.21 6.36 
s 19.58 24.5 78.32 12.2 176.24 8.16 
8} 20.80 27.4 83.23 13.7 187.25 9.15 
9 22.03 30.5 88.11 15.2 198.27 10.1 
9} 23.25 33.8 93 16.9 209.24 11.2 
1 24.48 37.3 97.90 18.6 220.30 12.4 
10} 25.70 40.9 102.80 20.4 231.31 13.6 
il 26.92 44.7 107.69 22.3 242.33 14.9 
1} 28.15 48.7 112.58 24.3 253.34 16.2 
12 29.37 52.8 117.48 26.4 264.36 17.6 
13 31.82 61.5 127.27 30.7 286.39 20.5 
14 34.27 71 137.06 35.5 308.42 23.7 
15 36.72 81. 146.85 40.5 330.45 27. 
—- ———Diameter of Pipe, Inches——__——_—-—,, 
Ve- ——_—_4-__—., ——— 5 ; - 6 + 
locity Cap.  Fric. Cap. Fric. Cap.  Fric. 
3 117.50 1.02 183.63 816 264.24 68 
4 156.67 1.71 244.84 1.36 352.32 1.13 
5 195.70 2.56 306.05 2.05 440.40 1.70 
6 235.84 3.58 367.26 2.86 528.48 2.38 
7 274.98 4.77 428.47 3.81 616.56 3.18 
8 314.12 6.12 489 68 4.90 705.64 4.08 
8} 333.75 6. 86 520.61 5.49 749.01 4.57 
9 352.26 7.64 550.89 6.11 793.72 5.09 
9} 371.90 8 46 581.25 6.77 837.08 5.61 
10 391.40 9.33 612.10 7.46 881.80 621 
105 411.05 10.2 642.43 8.19 925.20 6.82 
11 430.54 11.1 673.31 8.95 969. 88 7.45 
414 450.20 12.1 703.62 9.74 1013.3 8.11 
12 470.68 13.2 734.52 10.5 1057.9 8.80 
13 509.82 15.3 795.73 12.3 1145 10.2 
4 548.96 17.7 856.94 14.2 1233.1 11.8 
15 587.10 20.3 918.15 16.2 1321.2 13.5 


¢ —_—-—Diameter of pe, Buches — 
Ve- - —F— =i. 
locity Cap. Fric. Cap. + Frie. c ap. Fric. 


3 359.79 583 470.04 510 94.78 453 
4 479.72 976 626.72 854 793.04 759 
5 599 65 1.46 783.40 1.28 991.30 1.13 

6 719.58 2.05 940.08 1.79 1189.5 1.59 

7 839.51 2.72 1096.7 2.38 1388.8 2.12 

8 959.44 349 1253.4 3.06 1586 2.72 

84 1019.4 3.92 1331.5 3.43 1685 3.05 

9 1079.4 4.36 1410.1 3.82 1784.3 3.40 

9} 1139.4 4.83 1488 4.23 1883.5 3.76 

10 §81199.3 5.33 1566.8 4.66 1982.6 4.14 

104 1259.3 5.84 1645.8 5.22 2082.7 4.55 

11 1319.2 6.39 1723.5 5.59 2181.9 4.97 

114 1379.2 6.95 1801.5 6.08 2280 5.41 
12 «=1439.2 7.54 1880.2 6.60 2379.1 5 87 

13) «1559.5 8.79 2036.8 7 2577.4 6.84 

14 =«1679 10.1 2193.5 8.87 2776.6 7.88 

15 =—:1799. 11.6 2350.2 10.1 2974.9 9 


——_-Diameter pa ta sate Inches———— 
2 


Ve- 10 " : 
locity € ap. Fric. Cap. Fric. 

3 734.49 408 1057.5 347 

4 979.20 683 1410 581 

5 1224 | 1762.6 1 ae 

6 1468.8 1.43 2115.1 Wado a, a hie ae 

7 1713.6 1.90 2467 6 1.62 

Ss 1958.4 2.45 2820.1 2.08 

84 2080.8 2.74 2996.3 ere ee 

9 2203.2 3.05 3172.7 PN \ctsecee: aawenss 

94 2325.6 3.38 3348.9 EE Mig Gewese 
10 2448 3.73 3525.2 Sf re 
104 2570.8 4.09 3701.4 OD apie ci Seateen 
11 =. 2692.8 4.47 3877.7 BE, cidwedn waned 
414 2815.2 4.87 4053.8  ateswae Srkates 
12 2937.6 5.28 4230.2 Dit ce canes 
13 3182.4 6.15 4582.8 tian Ca ccte 
14 =3427.2 7.10 4935.4 NN ont lagen elena 
15 3672. 8.10 5287.8 SS are 


Pressure and Equivalent Feet Head of Water 


Pounds Pounds Feet Pounds Feet Pounds Feet 
per Sq.In. per Sq.In. Head perSq.In. Head perSq.In. Head 
86. 62 1 2.31 40 92.36 170 392.52 
97.45 2 4.62 50 115.45 180 415.61 
108.27 3 6.93 60 138.54 190 438.90 
119.10 4 9.24 70 161. 63 260 461.78 
129.93 5 11.54 8O 184.72 225 519.51 
140.75 6 13.85 90 207.81 200 577.24 
151.58 7 16.16 100 230.90 275 643.03 
173.24 8 18.47 110 253.98 300 692.69 
216.55 9 20.78 120 277.07 325 750. 41 
259.85 10 23.09 125 288. 62 300 808. 13 
303.16 15 34.63 130 300. 16 375 865. 89 
346. 47 20 46.18 140 323.25 400 922.58 
389.78 25 57.72 150 346.34 500 1154.48 
433.09 30 69.27 160 369. 43 1000 2308.00 
Head of Water and Equivalent Pressure 
Pres- Pres- Pres- Pres- 
Head, sure, Head, sure, Head, sure, Head, sure, 
Feet Pounds Feet Pounds Feet Pounds Feet Pounds 
5 2.17 50 21.65 140 60 06 500 216.05 
10 4.33 60 * 26.09 150 65.00 600 259 08 
15 6.50 70 30. 03 160 69 02 700 303 Ol 
20 8 66 80 34.06 170 78.00 800 346 04 
25 10. 83 90 39 00 200 86 06 900 389 07 
30 12.99 100 43.03 250 108.02 1,000 433.00 
35 15.16 110 47.06 300 129.09 
40 17.32 120 52 00 350 151.05 
45 19.49 130 56.03 400 173.02 
Pressure of Water and Equivalent Head 
Pres- Pres- Pres- Pres- 
sure Head, sure, Head, sure, Head, sure, Head, 
Pounds Feet Pounds Feet Pounds Feet Pounds Feet 
5 1.5 50 115.4 140 323.2 275 643.0 
10 23.0 60 138.5 150 346.3 300 692.7 
15 34.6 70 161.6 160 369.4 325 750.4 
20 46.2 80 184.7 170 392.5 350 808.1 
25 57.7 90 207.8 180 415.6 400 922 6 
30 69.3 100 230.9 190 438.9 500 1154.5 
35 80.8 110 253.9 200 461.7 i. ae 
40 3 120 277.0 225 519.5 
45 103.9 130 300.1 250 577.2 
Suction Lift of Pumps 
Baro- Equiv. Practical Suction 
metric head of Lift of: 
press., water, Recip. Centrif. 
Altitude Ib./sq. in. ft. Pump Pump 
SI yak audios 14.70 33.95 22 5 
mi. (1, 320ft. ) above... 14.02 32.38 21 14 
mi. (2,640 ft.) above... . 13.33 30.79 20 13 
} mi. (3,960ft.) above 12. 66 29.24 18 VW 
1 mi. (5,280ft.) above.... 12.02 27.76 17 10 
1} mi. (6,600 ft.) above... 11.42 26.38 16 9 
14 mi. (7,920 ft.) above... 10 88 25.13 15 8 
2 mi. (10,560 ft.) above... 9.88 22.82 14 7 
Discharge of Water 
Given in cubic feet per minute, the area of the stream being one square inch. 
Dis- Dis- Dis- Dis- Ste 
Head, charge, Head, ‘Car Head, charge, Head, charge, teed. cha 
Feet Cu.Ft. Feet u.Ft. Feet Cu.Ft. Feet Cu.Ft. eet Cu. “. 
1 3.34 31 60 61 26.08 91 31. 86 ‘oa 36.73 
2 4.73 32 18.90 62 26. 29 92 32.04 122 36. 88 
3 5.79 33 19. 20 63 26.49 93 32.20 123 37.03 
4 6. 68 q 19.49 4 26.72 ot 32.38 124 37.18 
5 7.47 35 19.77 65 26.92 95 32.55 125 37.33 
6 8.18 36 20.05 66 27.13 96 32.72 126 37.48 
7 8.84 37 20. 33 67 27. 33 7 32.89 127 37.63 
8 0.45 q 20. 60 68 27.54 9S 33.06 128 37.78 
9 10.02 39 20. 87 69 27.74 99 33.23 129 37.93 
10 10.51 40 21.13 70 27.94 100 33.40 130 38.07 
11 11.08 41 21.38 71 28.14 101 = 33.57 131 = 338.22 
12 11.57 42 21.64 72 28.34 102 33.73 132 38.37 
13 12.05 43 21.90 73 28.53 103 33.90 133 38.51 
14 12.50 22.15 74 28.73 104 34.06 134 38. 66 
15 12.94 45 22.40 75 28.93 105 34.22 135 38. 80 
16 13.37 46 22.65 76 29.11 106 34.39 136 38.95 
17 13.78 47 22.89 77 29.30 107 34.55 137 39.09 
18 14.18 45 23.14 rie] 29.49 108 34.71 138 39.23 
19 14.57 49 23.38 79 29. 68 109 34.87 139 39.37 
20 14.95 50 23.61 80 29. 87 110 35.03 140 39.51 
71 15.31 51 23.85 si 30.06 iii 35.19 141 39.65 
22 15.67 52 24.08 82 30.24 112 35.35 142 39.79 
23 16.02 53 24.31 83 30.42 113 35.50 143 39.93 
2 16. 37 24.54 4 30.61 im 35. 66 1” 40.07 
25 16.71 55 24.76 85 30.79 1°5 35.8 145 40.21 
26 17.04 56 24.99 56 30.97 116 §=635.97 1460 0=— 40. 35 
27 17.36 57 25.21 87 31.15 117 36.12 147 40.49 
28 17. 68 58 25.43 SS 31.33 118 36.28 145 40.63 
29 17.99 59 25.65 89 31.50 11) 36. 43 149 40.77 
30 18. 30 60 25. 87 90 31.68 120 36.58 150 40.9) 
29 
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LET’S PUT OUR $80,000 
INVESTMENT TO WORK 


HIS industry has an $80,000 

investment in the Industrial 
Supply Research Bureau (formerly 
known as the Joint Merchandising 
Committee), and some decidedly 
valuable assets that warrant ap- 
praisal at this time. 

From the inception of the old 
JMC program some six years ago I 
have endorsed this constructive 
work and have given to it my com- 
pany’s financial support as well as 
my best personal efforts to assist 
in accomplishing the objectives of 
the program. While I have always 
felt that the original proposal was 
“over sold” and that considerably 
more was promised than reasonably 
could be expected, I feel that the 
time has come when we must place 
our attention on what we have in 
the way of assets and what we can 
do with them, rather than continue 
to “kibitz’” the work that has been 
done. That much of the original 
work failed to satisfy the members 
of the industry who had financed 
it, is undoubtedly true. On the 
other hand, a great deal of con- 
structive work has actually pro- 
duced profitable results—and has 
contributed to the assets that we 
have today, which, in my judgment, 
can be put to work on a more 
profitable basis. 

It is well to review, briefly, some 
of the reasons why this important 
program was undertaken. In 1930, 
& prosperous year for most of us, 
the industrial supply business was 
going mainly to direct sellers. 
They had 65% of it and we dis- 
tributors the remaining 35%. As 
a result, a number of old reliable 
supply manufacturers, who had 
built their businesses around dis- 
tributors, were becoming appre- 
hensive of the future and becoming 
inclined to sell direct and “let the 
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distributor take care of himself.” 
In spite of the fact that we were 
making money, due to the volume 


of general business, it was rec- 
ognized by many of us that we 
were losing out to direct selling, 
and that we had to do something 
to recover our competitive position 
or else face the stark fact that we 
might slip even further down the 
ladder. 

It was perfectly plain that a 
great many industrial consumers, 
particularly the larger ones, had 
the mistaken impression that dis- 
tributors were “middlemen” and 
when they purchased supplies from 
distributors they were being penal- 
ized the “middle-man’s” profit. It 
was perfectly apparent that this 
condition was due to the fact that 
industrial buyers too frequently 
failed to appreciate the value of 
the services rendered by distribu- 
tors. Supply manufacturers like- 
wise did not have a satisfactory 
understanding of the value of our 
services and we had considerable 
difficulty in securing proper terms 
and policies from them. 
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These conditions were existing 
to our detriment—and were empha- 
tically our own fault because we 
had failed to work together in cor- 
recting them. That is why the 
original Joint Merchandising Com- 
mittee came into existence and why 
this industry expected so much in 
constructive results when the pro- 
gram was inaugurated. 

I am sure that every member of 
the industry who heard the JMC 
report in Washington five years 
ago must have recognized the im- 
portance of going forward with 
the JMC recommendations, and for 
the most part, the members of the 
industry realized that the cost of 
overcoming these unfavorable con- 
ditions would be substantial. In 
spite of the fact that less than 
50% of the members of the three 
associations subscribed funds, ap- 
proximately $80,000 has been put 
into this program since it was 
started in 1930. Before any pro- 
gressive work could be accomplished 
there was the necessary expense of 
organization that would not ordi- 
narily reoccur: The unforeseen 
chaotic conditions that developed 
after this program was started nat- 
urally forced this work to change 
its course somewhat. Nevertheless, 
a considerable amount of progress 
has been made. 

Without attempting to enumer- 
ate the material developed, but 
rather briefly cover some of the 
results accomplished, we know that 
consumers are now buying a larger 
percentage of their supply require- 
ments from distributors than they 
did before this program was in- 
augurated. A survey made in the 
spring of this year along the same 
lines as the original survey, re- 
vealed that distributors were se- 
curing over 50% of the total supply 
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business—as against 35% in 1930. 
While the depression forced “‘hand- 
to-mouth” buying and a natural 
trend of buying from the distribu- 
tor, the fact is that the Research 
Bureau had developed séme very 
impressive information, based on 
cold facts, that showed consumers 
that it was a wasteful and extrava- 
gent practice to carry their own 
supply stocks and that they could 
save money by drawing from dis- 
tributors’ stocks. This informa- 
tion was presented to buyers in a 
series of meetings with local pur- 
chasing agents in the more impor- 
tant industrial centers; in a series 
of direct mail folders, some 400,- 
000 of which were sent to indus- 
trial buyers; and in trade paper 
articles reaching industrial con- 
sumers. There can be no denying 
that this educational effort had 
considerable effect and was respon- 
sible for some, if not all, of the 
buying trend reversal favoring dis- 
tributors. I have received com- 
ments from distributors through- 
out the country proving this fact. 
They have stated very definite ex- 
amples of how the Research Bu- 
reau promotional work has helped 
them sell consumers on buying 
more from distributors. 

The survey material gave us, for 
the first time, a recognition from 
supply manufacturers as to the 
value of our services—and this re- 
sulted in a great many instances of 
more faborable terms and selling 
policies from these manufacturers. 
I can personally cite a number of 
such examples, wherein I used the 
Research Bureau survey material 
in meetings with manufacturing 
groups to secure more satisfactory 
terms for distributors. 

It has taken a long time, (and 
plenty of “grief” for all of us who 
have had a hand in the manage- 
ment of this activity) to produce 
tangible evidence that this work is 
making progress but I think that 
most every distributor can see in 
his own territory reflections of the 
above work. 

For the first time, in a university 


course on industrial marketing, the 


industrial distributor has been giv- 
en valuable recognition by the 
Wharton School of the University 
of Pennsylvania. In a recent book 
by Professor Frederick, “Indus- 


trial Marketing,” he used the Re- 
search Bureau material (then 
known as the JMC) in two of his 
chapters. This character of edu- 
cational progress is, of course, the 
most valuable asset that we have. 
It has taken us five long, hard years 
to gain this recognition but the 
time has come when we are bene- 
fiting and we should, in my judg- 
ment, get together, as an industry, 
and take advantage of our opportu- 
nity, and keep this promotional ma- 
terial alive. 

So much for background. At 
our last annual mill supply conven- 
tion in Pinehurst, the three mill 
supply associations gave the future 
of this work considerable thought. 
They all agreed that the work 
should be carried on in a more in- 
tensive manner—and voted ap- 
proval of a program that would 
require $75,000 to carry out. The 
governing committee, to whom the 
industry has entrusted the man- 
agement of this program, naturally 
assumes that they are to observe 
the vote of the industry and carry 
out the work as prescribed. Con- 
sequently, the governing commit- 
tee, of which I am chairman, de- 
veloped what we thought to be 
the character of a program that 
would meet with the approval of 
every member of the trade—be- 
cause the work we had planned was 
eminently constructive, practical, 
and was of the type that would 
produce results. 

A very substantial nucleus of 
the industry approved this pro- 
gram and subscribed funds neces- 
sary to go ahead with the program. 
They did so, as I did, with the con- 
viction that their fellow members 
of this trade would naturally as- 
sume their just responsibility and 
likewise subscribe. 

Complete details of the program 
have been mailed to all members 
of the Southern, National and 
American Associations. They will 
also be found on page 22, MILL 
SUPPLIES for October. I sin- 
cerely trust that those who read 
this article will take the trouble 
to look over this program and pass 
it around to various members of 
their management so that the mat- 
ter of supporting the work of the 
Research Bureau will be given 
prompt consideration and immedi- 
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ate decision. It is a most impor- 
tant enterprise. We have $80,000 
invested, we have developed some 
invaluable assets as a result of our 
expenditures and most important 
of all, this industry is sorely in 
need of this work for its economic 
protection and progress. 


ANDLING a program of this 

character is something like 
constructing a building. If you run 
out of money before the job is 
completed the building can serve 
no useful purpose. Although you 
might have enough money to build 
the foundation and the walls, if 
you don’t have enough to construct 
the roof and finish up the job the 
money you have invested becomes 
non-productive. We designed a 
program that the industry ap- 
proved, at half the cost that they 
approved at the Pinehurst conven- 
tion. However, as yet, we have not 
received sufficient support from the 
industry to complete our work. I 
have gone to some length in this 
article to “lay our cards on the 
table” so that every member of 
the trade who has not yet sub- 
scribed will see the necessity for 
doing so at once. 

To those distributors and supply 
manufacturers who have already 
subscribed I ask that they contact 
the other local members of the 
trade and secure their immediate 
support. 

The subscription schedule 
adopted this year to provide the 
necessary funds to complete this 
work is as follows: 


MANUFACTURERS 


Annual Sales to 
Distributors 


A Under $250,000 

$100.00 per year 
3 $250,000 to $500,000 

$150.00 per year 
C $500,000 to $750,000 

$200.00 per year 
C $750,000 to $1,000,000 

$250.00 per year 
D Exceeding $1,000,000 

$300.00 per year 

(Continued on page 94) 


Subscription 
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POWER TRANSMISSION 
CLUB NEWS 


Greetings! 


@® To all our friends throughout 
the industry, and the many hun- 
dreds of other friends who are also 
working to establish The Right 
Drive for Every Machine, let me 
extend heartiest greetings in intro- 
ducing this new means of inter- 
communication between us all, of 
the news, of the achievements, of 
the developments, and of impor- 
tant technical information regard- 
ing our cooperative campaign. 
Power Transmission Club News, 
with the assistance of the publisher 
of MILL SUPPLIES, will bring to 
you all every month facts of inter- 
est to you in your daily work. That 
it may be of the utmost possible 
usefulness to everyone, I want to 
enlist every one of you as associate 
editors to send me at headquarters 
stories about Modern Group Drive 
which all of us should know about 
Will you help me make this, our 
own personal publication, a real 
factor in our campaign? 


A Statement of Policy 


@ From Mr. Charles E. Brinley, 
National Chairman of Power 
Transmission Council, comes this 
statement of policy; a statement 
well worth pasting in your respec- 
tive hats: 

“As a transmission manufac- 
turer for over thirty years, it is 
my sound conviction that the rea- 
son for the enthusiastic acceptance 
of the work of Power Transmission 
Council lies in the fact that we are 
out to discover and teach the truth, 
and are in no sense a propaganda 
institution. 

“Distributors and their sales- 
men, manufacturers, engineers and 
public utility companies are coop- 
erating with us for the simple but 


Conducted by 
VICTOR A. HANSON 


Chief Engineer 
Power Transmission Council 


essential reason that what we put 
out is a fair, honest presentation 
of fact. Recommendations are 
founded upon sound economics and 
good engineering. We make no 
statements which will not with- 
stand the closest scrutiny of the 
most critical engineer. 

“But all of this development by 
our own engineering staff will mean 
little unless guided into useful 
channels and put to work. It is 
here that you Club members come 
into the picture. By your con- 
scientious study and discussions, 
you are learning the cold facts of 
transmission problems, so that you 
can sell your goods upon the basis 
of economic merit. You have a new 
and sound approach to the cus- 
tomer, and when you know your 
subject you are in a position to do 
an actual service to each industrial 
plant with which you are in con- 
tact, to say nothing of the benefit 
which you receive directly. 

“It takes real plugging to become 
a capable transmission counsellor, 
but the results, in hundreds of 
cases are already justifying the 
trouble. Good luck to you and all 
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good wishes for your own personal 
~ 9? 


success! 
Club Operating Policies 


@ At this point I should like to re- 
peat once more what has been said 
by me in person to you many times: 
The purpose of the national organ- 
ization and its local branches is 
definitely to sell more group drive 
equipment—pulleys, bearings, han- 
gers, shafting, belting, motors, etc. 
The method involves the develop- 
ment and distribution of facts 
showing the relative values of va- 
rious kinds of power transmission 
equipment in terms of plant opera- 
tions. 

Better selling alone can correct 
erroneous opinion. The Clubs are 
organized for the purpose of en- 
abling you to become better sales- 
men through co-operative effort 
(literally by “working together’). 
In carrying out this purpose there 
are two main objectives: 

1. Self education: Learning 
through discussion more about the 
performance of Modern Group 
Drive than your competitor knows 
about any other system of applying 
power to machines, and how to 
sell your product as a means of in- 
creasing the profits of your cus- 
tomers. 

2. Selling all the time in the same 
language and all together, instead 
of every man for himself and the 
devil take the market. 

That this idea is sound, feasible 
and successful is proved by the 
growth of the Power Transmission 
Clubs. Today there are 61 of these 
Clubs, with a total membership of’ 
almost 3,500 men. They are “‘work- 
ing together,” and in doing so they 
are selling more of their own prod- 
ucts, and at the same time rebuild- 
ing markets for future sales. 
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The greatest success has been 
attained in those Clubs where in- 
dividual local plants have been tak- 
en as discussion problems, where 
joint solutions of these problems 
have been formulated as a result of 


complete Club discussions, and 
where definite sales campaigns, 
based upon these discussions have 
been worked up in the Clubs, with 
each member thereafter going out 
to tell the same story, and deter- 
mined to get his man! 


A Case in Point 


@® A member of a midwestern club 
had heard that a local plant was 
about to modernize its entire old- 
fashioned lineshaft drive system. 
He called on the general manager 
with a Red Book and started to 
show him the charts. But when 
the general manager asked point 
blank what this Club member was 
talking about and the answer came 
out, “Modern Group Drive,” the 
interview came to an abrupt end, 
with the general manager announc- 
ing that he had decided to put an 
individual motor on every machine 
in the plant. At the next Club 
meeting, this problem was thor- 
oughly discussed and a definite 
sales campaign formulated. Five 
other Club members were delegated 
to take the Red Book to five other 
executives in that plant and to get 
the story across. During the next 
few days one man saw the chief 
engineer, another saw the mainte- 
nance engineer, another saw the 
production manager, the fourth 
saw a department foreman, and 
the fifth finally managed to see one 
of the operating vice-presidents. 
Each man stuck until he had gone 
completely through the Red Book 
with his particular prospect. Two 
weeks after the first visit, the orig- 
inal Club member went back to see 
the general manager, was received 
with open arms and told that a 
plant committee had been formed 
to study the possibilities of the 
application of Modern Group Drive 
to their particular problems and 
asked if the Club would assist them 
in their studies. Would the Club 
assist them? Ask me! When I 
went back to that city again re- 
cently that plant was operating 
100 per cent Modern Group Drive. 
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How to Do It 


@ Here’s how E. W. Capen of 
Lewis E. Tracy Company (Boston) 
handled one situation. A textile 
customer, dissatisfied with the old- 
fashioned lineshaft drives in his 
weave room, was about to succumb 
to the sales efforts of a motor sales- 
man and put 1275-3 h.p. motors on 
his looms. Capen made (on the 
basis of his studies in the Boston 
Club) a careful analysis of the re- 
sulting operating costs, and proved 
that the motors would run most of 
the time at only one-third load, with 
a power factor of 61%. This, with 
the investment cost itself, was 
enough to kill the customer’s desire 
for a “good-looking” weave shed. 
Further study showed that a Mod- 
ern Group Drive installation would 
save 14.7% in annual power cost. 
The job went through on a Mod- 
ern Group Drive basis and Capen’s 
share was 1500 anti-friction bear- 
ings. Capen would have been 
licked before he started without 
the information he secured as an 
active member of the Boston Power 
Transmission Club. 


A New Type of Salesman 


@® Which reminds me of J. Edgar 
Rhoads’ remarks at a Chicago Club 
meeting: 

“We must recognize exactly this 
—in the next year or two we are 
going to have a different kind of 
man selling our products. Now, 
these men may be the same fellows 
who are doing it now, but they are 
not going to be the same fellows 
internally. If they don’t get a new 
something inside of them, a new 
understanding of what their jobs 
are, a service presentation to the 
customer that will make the cus- 
tomer realize they are trying to do 
something that is of good to him 
instead of merely selling their own 
products, they are not going to hold 
their jobs very long. We had bet- 
ter just remember that, all of us; 
and it applies to some of us who 
are executives just as much as to 
the man who is driving a car 
around from plant to plant.” 


The Regional Engineers 


@ Three of the six regional engi- 
neers contemplated in our nation- 
wide plan are now safely situated 
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in their respective territories, and 
are available to the Clubs and sub- 
scribers. Additional staff men will 
be added as quickly as circum- 
stances will permit. You may get 
in touch with these men at their 
local addresses. 

Number 1 Region — Roy S&S. 
Smith, 77 Gainsborough  St., 
Boston, Clubs in Number 1 Region: 
Bangor, Maine; Lewiston, Maine; 
Portland, Maine; Boston; Worces- 
ter, Massachusetts; Springfield, 
Massachusetts; Providence, Rhode 
Island; New Haven, Connecticut; 
Troy and Syracuse, New York; 
Montreal and Toronto. 

Number 2 Region—Charles F. 
O’Neill, 33 Ely Place, East Orange, 
New Jersey; Clubs in Number 2 
Region: Rochester, New York; 
Buffalo, New York; Pittsburgh, 
Pennsylvania; York, Pennsylvania; 
Reading, Pennsylvania; Allentown, 
Pennsylvania; Scranton, Pennsyl- 
vania; Newark, New Jersey; Tren- 
ton, New Jersey; New York City; 
Philadelphia, and Baltimore. 

Number 3 Region—W. R. Clen- 
dinning, 1274 Pratt Blvd., Chicago, 
Clubs in Number 3 Region: Min- 
neapolis, Minnesota; Milwaukee, 
Wisconsin; Chicago; Toledo, Ohio; 
Detroit; Cleveland, Ohio; Dayton, 
Ohio; Columbus, Ohio; Cincinnati, 
Ohio; Indianapolis, Indiana, and 
Winnipeg. 

Number 4 Region—Engineer to 
be appointed. This will include the 
following Clubs: Greensboro, North 
Carolina; Charlotte, North Caro- 
lina; Greenville, South Carolina; 
Chattanooga, Tennessee; Knoxville, 
Tennessee; Nashville, Tennessee; 
Atlanta, Georgia, and Birmingham, 
Alabama. 

Number 5 Region—Engineer to 
be appointed. This will include 
the following clubs: Kansas City, 
Missouri; St. Louis, Missouri; 
Louisville, Kentucky; Memphis, 
Tennessee; New Orleans, Louisi- 
ana; Shreveport, Louisiana; Dal- 
las, Texas, and Houston, Texas. 

Number 6 Region—Engineer to 
be appointed. This will include the 
following Clubs; Seattle, Washing- 
ton; Spokane, Washington; Port- 
land, Oregon; Klamath Falls, Ore- 
gon; San Francisco; Los Angeles; 
Denver, Colorado; Salt Lake City, 
Utah; Vancouver, British Columbia 
and Calgary, Alberta. 
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Among the first THREE 
in Profits 


HERE’S a mighty good reason why so 
many successful supply houses are put- 
ting their best selling efforts behind Goodyear 
Mechanical Rubber Goods. Their sales records 
show that, year after year, the Goodyear line 
ranks among their three best money-makers! 


That is because Goodyear is the greatest sell- 
ing name in rubber. Goodyear is famous 
industry-wide for products of highest quality 
— products that are mill-proved for long, 





YOU CAN “GO TO TOWN” NOW WiTH 
THIS NEW LOW PRICE HOSE 


Here’s a new business-getter for Goodyear dis- 
tributors — GOODYEAR OAK BRAND HOSE. 


“ 


Single braid construction—priced to sell 


ea —<— 
competitively. Sign up that spring a o 
business — now. . Le 

, a) 
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It’s the finest low-priced hose on the market. “ 


trouble-free, economical service. In every 
field Goodyear commands preference. 


Goodyear is steadily increasing that prefer- 
ence with exclusive new developments that 
give Goodyear distributors outstanding sales 
advantages. Goodyear helps you sell with 
consistent advertising and backs you up in 
the field with the expert selling help of the 
G.T. M. — Goodyear Technical Men. 


Every business, from the corner hardware 

store to the giant industrial plant, is a pros- 

pect for one or more Goodyear Mechanical 
Rubber Goods products. Put them 
on your salesmen’s “must push” list, 
and watch your profits grow! 


YOUR TERRITORY MAY BE OPEN—/or 
full information, write Goodyear, Akron, 
Ohio, or Los Angeles, California. 


THE GREATEST NAME IN RUBBER 
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THE TREND OF SUPPLY SALES 
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100—Average monthly sales, 1923-1925 


November Sales Indicator Nears September Record 
As Government Orders Increase 


HE Sales Indicator registered 85.5 in September. 

After dipping slightly to 81.0 in October, it again 
nears its 1935 high in November with a reading of 
84.9, just about twenty points higher on the scale 
than the index for November, 1934. This means an 
increase in sales of something over 30%. 

All territories except the Pacific Coast took part 
in the increase. The Indicator for the North Atlantic 
States crawled from 87.5 in October to 89.6 in No- 
vember; that for the Southern States reads 88.5 in 
November compared with 87.2 in October; a five 
point jump from 72.8 to 77.9 was registered in the 
Middle West; and the Western States topped the 


heap with a rise from 81.6 to 97.0. Although still 
well up, the Pacific Coast Indicator for November 
reads 95.4 against the glittering October high of 121.0. 

An appreciable increase in Government sales un- 
doubtedly accounted for some of this increase. Where 
these sales amounted to 6.9% of the total sales of 
reporting distributors in October, the percentage for 
November rose to 8.45%. 

The average order was up slightly in size, being 
$15.21 for November against $14.99 the previous 
month. The total number of orders received by the 
average house dropped from 2,562 to 2,339 and the 
orders per working day from 95 to 94. 





Average number of orders received per house during month 


Average number of orders received per house each working day 


Average size of order, all houses. ...... 


2.339 
Eee 94 
SPS ee er $15.21 








36 MILL SUPPLIES @ JANUARY 1936 





Nas <a RE 





A ET OT TE ae Ny i iT 


OR ar oe mee 


ar PAA 













YOUR Guide. TO 


GREATER PROFITS 


1 Now is the time to prepare for greater profits in Bronze. 


Sn a a 


sneep 


The marked improvement, noticeable in every industry, 
will increase the demand. Distributors offering the greatest 
service--the highest quality--the most complete line of bear- 


— orReenese 


ing bronze will naturally get the most business. 


D. Let us send you—entirely without obligation—a copy of our 
: new 1936 Edition of Bulletin 360. Check over the complete- 
“as ness of the line. Note that Johnson UNIVERSAL Bronze 
Yr Bars are completely machined—that General Purpose Bush- 


ings are available in over 600 sizes. 


g 

st Then check over the possibilities offered by a Johnson 
e Franchise. Our Six-Point Policy sets a new standard of 
- : cooperation and protection. 


; Your inquiry carries no obligation. 


JOHNSON BRONZE 


Principal Cities 
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North Atlantic States 


Up slightly from its October figure, the Indicator for this section 
registers 89.6 in November as compared with 87.5 the previous month. 
Government business accounted for 13.72% of the total reported. Orders 
were down in size, the average being $12.80 against $14.40 in October. 


Southern States 


Increased volume forces the Southern States Indicator from 87.2 in 
October to 88.5 in November. Of the total reported, Government sales 
accounted for 6.4%. Orders were increased in size, the average being 
$18.49 as compared with $15.10 the month before. 


Middle Western States 


The Middle West Sales Indicator climbs at a more rapid clip from 72.8 
in October to 77.9 in November. Slightly more than 6.9% of the reported 
business went to Government agencies. Average order received amounted 
to $15.80, a slightly higher figure than the $15.08 registered in September. 


Western States 


Reported sales in this area push the Sales Indicator from 81.6 in 
October to 97.0 in November. Orders continue small, the average for the 
month being $11.00, as compared with $13.10 the previous month. 


Pacific Coast States 


November sales on the Coast push the Indicator to 95.4 from 121.0 in 
October. Government business amounted to 10.10% of the total reported. 
Smaller orders, averaging $15.42 as compared with $18.70 the previous 
month, account for the decrease to a great extent. 
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Announcement to 
all salesmen— 
You can't lose 
when selling 


RED TANG 
FILES 


= Because = 


It’s the File a man will SEE First. 
It's the one he will PIC! UP First. 
It’s the one he will BUY First. 


— The one distinctive standard, highest quality, best 
merchandised, and easiest selling line of Files. 


— The File with teeth that “cut like a Metal Saw,” — 
the fastest cutting file. 


“RED TANG” Trade Mark Reg. U. S. Patent Office 


SIMONDS SAW AND STEEL CO. 


“THE SAW AND FILE MAKERS” 
Established 1832 FITCHBURG, MASS. 


Simonds Famous Family of Metal Cutting Tools 
DISTRIBUTED THROUGH MILL SUPPLY DEALERS 








UMI 
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TEN YEARS AGO IN ae SUPPLIES 





¢ 
. 
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pe A BARNARD GLANCE OVER THE 
f LARGE-VOLUME, LOW-PROFIT BUSINESS 
HISTORY OF 1925-AND WITH A FAITH IN 
THE FUTURE DUE 10 PROMISES OF SOUND 
BUSINESS” AND A FAVORABLE FOREIGN 
POLICY, MANY INDUSTRIAL DISTRIBUTORS 
b AND MANUFACTURERS, A DECADE AGO, 
IF) PREDICTED THROUGH MILL SUPPLIES’ 
OBR THAT 1926 WHOULD BE A 
“BANNER YEAR” PROVIDED. PRICES 
2) WERE MAINTAINED, UNDUE TERRITORIAL 
1 EXPANSION WAS AVOIDED, AND 
$< NSTALLMENT SELLING WAS 
CONTROLLED. 




































THAT THE UNITED SUPPLY 
COMPANY OF CALIFORNIA, LOS 

10 YEARS AGO THIS MONTH, \\ ANGELES, HAD SUCCEEDED 10. THE 
ORGILL BROTHERS AND COMPANY, BUSINESS OF THE CHARLES M. WOODS 
MEMPHIS, ANNOUNCED PLANS 10 (COMPANY, WAS NEWS CARRIED 10 YEARS 
CONSOLIDATE INTO A SINGLE JACKSON AGO IN MILL SUPPLIES. OFFICERS OF 
MISSISSIPPI BRANCH, THE ADDKISON- f THE NEW ORGANIZATION WERE - J.P. 
BAUER COMPANY, PURCHASED THE ff COONEY, PRESIDENT ; J.A.SMITH, 
PREVIOUS SUMMER. AND THE VICE PRESIDENT, AND "TREASURER: 
MECLELAND HARDWARE en 5 SECRETARY AND, H.C 
COMPANY, ACQUIRED THREE 4% 
YEARS EARLIER. i SECRETARY. 















hs 





HE JANUARY 1926 ISSUE OF MILL SUPPLIES | “ie ON HOW TO INCREASE “HOUSE” 
4 TOLD ABOUT THE AMAZING SMALL TOOL BUSINESS 
OBTAINED FROM SCHOOLS BY THE SALT LAKE BUSINESS BY CORRELATING STORE AND 


OUTSIDE SALES EFFORTS, WERE GIVEN TO 
is Senten Gurney Gooes neA GALESMEN, JANUARY 1926, IN. MILL 
« RESULT OF A DEMONSTRATION STAGED SUPPLIES BY JOHN A. SHEPLEY, STORE 

_. |N OCTOBER, FEATURING SERVICE MAN FOR THE ERIE 
moe | sREW DRIVERS, DRILS, MANUFACTURING AND SUPPLY COMPANY, 
MACHINES FOR THE BENEFIT OF FRIE, PENNSYLVANIA. HE SHOWED HOW 
STATE MANUAL TRAINING GETTING THE CUSTOMER'S VIEW- 
INSTRUCTORS WHO WERE POINT “ ENABLED INSIDE SALESMEN 
ATTENDING THE ANNUAL NOT ONLY TO BOOST OVER-THE-COUNTER 
CONVENTION OF THE UTAH BUSINESS BUT ALSO TO DEVELOP 
EDUCATIONAL ASSOCIATION. PROSPECTS FOR PROFITABLE OUTSIDE 


¥ “FOLLOW UP.” 
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40 YEARS OF 
UNINTERRUPTED SERVICE TO INDUSTRY 





DOES MEAN SOMETHING! 





For one thing it means that a manufacturer to survive forty years 
(without interruption) of ‘‘panics,’’ “‘booms,’’ and ‘“‘depressions”’ 
must have a whale of a lot of vitality. And during “hard’’ and 
“soft'’ times must have acquired a mature viewpoint, sound judg- 
ment and loads of practical, workable experience. 

To ARMOUR SAND PAPER WORKS forty years of uninterrupted 
manufacturing has meant keeping pace with industry. Has meant 
the constant development of new and better abrasive products. 
Has meant working close'y and diligently with the growing 
problems of its customers—and aiding in a measure perhaps, in 
their successes. 

Forty years of uninterrupted manufacturing in the abrasive 
field has given ARMOUR SAND PAPER WORKS an accurate, 
definite knowledge of what the words quality and service mean. 
Has given pride in craftsmanship. And the satisfaction of pro- 
ducing products that have made practical contributions to 
general industry. 

The products of ARMOUR SAND PAPER WORKS have been well 
and favorably known by the customers of all Mill Supply Distrib- 
utors during these forty years. 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUBEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SANFRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





ISRB Holds Washington 
Meeting 


@ On December 10 the governing 
committee of the Industrial Supply 
Research Bureau held a meeting in 
Washington at the Mayflower Ho- 
tel which the presidents and secre- 
taries of the National, Southern 
and American Associations at- 
tended, to determine plans for fur- 
ther progress of this trade promo- 
tional activity. 

The status of the ISRB work was 
carefully reviewed and material 
was approved for release. The ad- 
vertising campaign was released to 
start in the January issue of trade 
papers. A handbook showing the 
economic advantages possessed by 
distributors, taken from the Re- 
search Bureau survey material, 
was approved for production and 
distribution to all subscribers of 
the ISRB. The survey of distribu- 
tor outlets is being continued—and 
is well under way. 

Several meetings with local 
groups of purchasing agents were 








Manning, Maxwell and Moore, Incor- 
porated, of New York City and Jersey 
City, are well represented in the 
picture shown above. The represen- 
tatives of the company are (left to 
right) E. H. Styffe, grinding wheel 
specialist, G. Stebbins, Charles Wal- 
die, Murray Edelman and Pete Wag- 
ner. The others in the photograph 
are W. F. Redmond of Yale and 
Towne Manufacturing Company 
(third from left), and “Hank” Aus- 
tin of Armstrong Brothers Tool 
Company (third from right). 
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approved, and arrangements are 
under way for their being held. 

It was recognized by the govern- 
ing board, as well as by the presi- 
dents and secretaries of the three 
associations, that a more concerted 
effort is required to secure a larger 
representation of subscribers—and 
all pledged their best efforts to ac- 
complish the proper financing of 
this campaign. 

The executive secretary, William 
E. Cain, requested his resignation 
to be accepted by the committee, ef- 
fective February 1, to take up other 
work, and same was accepted. How- 
ever, Mr. Cain will continue to 
give the Research Bureau his full- 
est cooperation and is leaving with 
advertising copy and other mate- 
rial in complete shape for produc- 
tion, which can be carried on 
“without a hitch.” The chairman, 
Alvin M. Smith, will temporarily 
assume the secretary’s responsibil- 
ities and supervise the carrying on 
of work under way. 


Distributors Take Part 
in Berry Meeting 


® Representatives of both distribu- 
tor organizations, the National and 
Southern Supply and Machinery 
Distributors’ Associations, aided in 
drafting several recommendations 
for Major Berry’s “Industrial 
Council,” scheduled to meet soon 
as a result of the preliminary 
round-table conferences and the 
now-famous “You’re a liar” gen- 
eral get-together. 

Alvin M. Smith was selected to 
represent industrial distributors 
and construction equipment distrib- 
utors in the Industrial Council if, 
as and when it meets. 

The recommendations, which 
were very simply worded, pointed 
out that these trades had no labor 
troubles, the employees being paid 
on a weekly, monthly or yearly 
basis with no time deducted for 
vacation and sickness and that 
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Art Klebes (left) and Bob Smith of 
Rackliffe Brothers Company, Incor- 
porated, New Britain, Connecticut, 
are all ready to tackle Connecticut’s 
first snow-storm of the winter season. 





wages paid were generally above 
former code levels; that these 
trades were unalterably opposed to 
any work week less than 40 hours 
with suitable allowances for the 
service demands of their custom- 
ers; that a continuance of those 
trade practices found under codes 
to be beneficial to the trades would 
be desirable if machinery can be 
set up to enforce them legally; and 
that a modification of the Anti- 
Trust laws be made to recognize 
the manufacturer’s right to estab- 
lish minimum resale prices in cases 
where it can be shown to be in the 
public interest. 

Attending this meeting were 
Frank M. Archer, Superior-Ster- 
ling Company, president, Southern 
Association; Alvin M. Smith, sec- 
retary-treasurer, Southern Associa- 
tion, and George Fernley, advisory 
secretary, National Association. 


Correction 


@ In the November issue a news 
item was carried to the effect that 
the Mize Supply Company, Waynes- 
boro, Virginia, was handling Nor- 
ton abrasives, Victor hacksaws and 
Jenkins Brothers valves. Later in- 
formation brings out the fact that 
this news was in error and that these 
lines are handled in the Waynes- 
boro territory by James McGraw, 
Incorporated, Richmond, Virginia. 
This item was also in error in stat- 
ing that the Mize Supply Company 
was distributing Goodrich mechan- 
ical rubber goods. 
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Hid Hove Selling s OUT 


For 1936 HEWITT is inviting aggres- 
sive distributors to join partnership 
in a hard hitting sales drive. Offer- 
ing a superior line of industrial rub- 
ber products and backed by a tre- 
mendous advertising campaign in 
every industry, HEWITT distribu- 


tors are going to enjoy new profits. 


New markets will be opened, new 






CONVEYOR AND TRANSMISSION BELTS 








opportunities offered to distributors 
who know how to cash in on a 
dominating advertising program. 
Advertising with drama, news, con- 
viction...in a word, advertising that 
sells. If you are looking to make 
1936 a big year, if you are seeking 


a new sales record, we'll tell you 


about the HEWITT profit franchise. 


RUBBER 
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SUPERIOR CUTTING TOOLS 


Assuring Production Economy 


‘We have tried out the SUPER-DUTY files sent in 

by the . ieee _ and find them far 
. . ua 

superior to the files we are now using. * 

A very great deal said in a few words—by a user who is well 

able to buy with regard fo initial price only. However, they 

wisely base their purchases of files upon performance and the 

ultimate or true cost. 

This SUPER-DUTY quality, backed by our exclusive sales 

merchandising plan, permits the building of profitable repeat 

file business. You should investigate our sales franchise. 

* A direct quotation from a report to the purchasing depart- 

ment of one of the four largest users of files in the U.S., made 

by the Tool Supervisor. 


THE CLEVELAND FILE CO. 


3400 Hamilton Avenue CLEVELAND, OHIO 
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Since the passing of John Campbell, 
president of the Campbell Hardware 
Company, Seattle, ashington, re- 
cently, his son, Wallace Campbell, 
vice-president and general manager, 
is the active head of the organiza- 
tion. As a matter of fact, for a con- 
siderable time past he has carried 





the responsibility which his present 
| office entails. 





New Members for Southern 
Association 


|@ The following new members have 
| been added to the roster of the 
|Southern Supply and Machinery 
| Distributors’ Association, accord- 
|ing to Alvin Smith: Laurel Ma- 
‘chine and Foundry Company, 
| Laurel, Mississippi; United Pipe 
and Supply Corporation, Charles- 
ton, West Virginia, and Baldwin 
| Supply Company, Charleston, West 
| Virginia. 


| Wilson Corporation 
| Sponsors Safety Clinic 


@ W. S. Wilson Corporation, 123 
Varick Street, New York City, 
sponsored a safety clinic on Decem- 
ber 4 and 5 at the Hotel New 
Yorker, New York. James T. 
Neary, vice-president of the Wil- 
son Corporation, was permanent 
chairman, in charge of affairs. 
Among the speakers were A. D. 
Brandt, research director, Respira- 
tor Department, Willson Products 
Company, Reading, Pennsylvania, 
who spoke on “Respiratory Protec- 
tive Devices”; G. M. Glidden, dis- 
trict manager, E. D. Bullard Com- 
pany, San Francisco, who gave 
three talks as follows: “Quality Re- 
quirements in Gas Masks,” “Hard 
Boiled Hats,” and “First Aid 
| Equipment.” E. L. Wheeler, presi- 
;}dent, F. H. Wheeler Manufactur- 
ing Company, Chicago, also ad- 
|dressed the clinic on “What the 





























Belt Lacing Equipment 
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The First Step to 
ECONOMY 
in 
Plant 
Operation 


Clipper ‘Belt Lacer Company 


GRAND .RAPIDS MICHIGAN 
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ATKINS 





SILVER STEEL 


HACKS AW S 












Point your 
Sales to 
Profit 


3 


Good 
Profit 
Points 


1. They cut accurately. 

2. More cutting mileage per 
blade. 

3. Cost less to use. 

4. A good margin of profit. 

5. Sold through distributors. 


1936 will show many sales improvements . . . 
Check your stock of ATKINS Silver Steel 
HACKSAWS and other items so you can give 
efficient customer service. 


Your orders for stock requirements can be filled 
at once. 


E. C. ATKINS AND COMPANY 


420 S. Illinois St., Indianapolis, Indiana 


BRANCHES: 
Atlanta, Ga. New York, N. Y. Portland, Ore. 
Chicago, D1. New Orleans, La. Seattle, Wash. 
Memphis, Tenn. Klamath Falls, Ore. Paris, France 
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San Francisco, Calif. 
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Safety Dressed Workman Should 
Wear,” and A. F. Soutar, vice- 
president, R. H. Buhrke Company, 
Chicago, who spoke on “Quality 
Factors in Safety Belts and 
Harness.” 

The exhibitors at this clinic were: 
Willson Products, Incorporated, 
R. H. Buhrke Company, F. H. 
Wheeler Manufacturing Copmany, 
Surety Rubber Company, E. D. 
Bullard Company, Wright Manu- 
facturing Company, Safetex Com- 
pany, Stanley Rule and Level 
Company, J. H. Williams and 
Company, Newark Engineering 
and Manufacturing Company, 
Goodyear Tire and Rubber Com- 
pany and Glidden Company. 


New Members for 
National Association 


® The following members have re- 
cently joined the National Supply 
and Machinery Distributors Asso- 
ciation: Detroit Ball Bearing Com- 
pany, Detroit; The Supply and 
Engineering Company, Scranton, 
Pennsylvania; Abrasive Machine 
and Supply Company, Newark, New 
Jersey; Santa Fe Builders Supply 
Company, Santa Fe, New Mexico; 
Barrett - Christie Company, Chi- 
cago; Sterling Products Company, 
Chicago; Pulver Machinists Tool 
Company, Chicago; William Wal- 
lace and Sons, Chicago, McMaster- 
Carr Supply Company, Chicago; 
McMullen Tool and Supply Com- 








Henry H. Ayers, who recently joined 
the Western Iron Stores Company of 
Milwaukee, will specialize in the sale 
of threading products, such as self- 
opening die heads and collapsible 
taps. Mr. Ayers has had a wide ex- 
perience in shop practice and is a 


- | tool and die-maker by trade. For 


some time he was in the salés divis- 
ion of The Lufkin Tool Company in 
the Wisconsin territory. 
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THE PLUS = FACTORS IN BETHLEHEM STEEL PIPE 


Bethlehem Quality Standards 
upheld by rigorous inspection 


ethlehem Steel Pipe is just the pipe 

for the industrial user who insists on 
nothing less than quality that is uni- 
formly dependable in all his purchases. 
For not only do Bethlehem quality stand- 
ards prevail at each stage in the making 
of Bethlehem Pipe, but these standards 
are upheld by exceptionally rigorous and 
thorough inspections. 

The tests and inspections made during 
welding and finishing, and also immedi- 
ately following these operations, are so 
comprehensive that for any ordinary use 
of pipe they could well be considered 
sufficient in themselves as a check on 
quality. But before shipment another 
series of inspections is made that overlaps 
these prior inspections and includes check- 


ing on all such details as the correctness 
of the taper and pitch of the threads and 
the uniformity and accuracy of diameter 
and wall thickness. 

These careful inspections and the Beth- 
lehem quality standards of manufacture 
that precede them assure the mill supplies 
distributor that Bethlehem Pipe will prove 
adequate to the demands of his most 
exacting customers. 


Bethlehem District Offices: Atlanta, Baltimore, Bos- 
ton, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, 
Dallas, Detroit, Houston, Indianapolis, Kanses City, 
Milwaukee, New York, Philadelphia, Pittsburgh, San 
Antonio, St. Louis, St. Paul, Washington, Wilkes-Barre, 
York. Pacific Coast Distributor: Pacific Coast Steel 
Corporation, San Francisco, Seattle, Los Angeles, Port- 
land, Salt Lake City, Honolulu. Export Distributor: 
Bethlehem Steel Export Corporation, New York. 


COMPANY 


HEM, PA. 
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Hear Ye! 
Hear Ye! 


Hear Ye! 


editorial 
articles! 


manufacturers 
selling through 
distributors! 


\ «se MILL SUPPLIES’ 
Classified DIRECTORY ISSUE 


listing of 


semaniind is on the job! 


@ More than 5,500 copies of the MILL SUPPLIES Directory 
Issue are on the job helping distributors in every section of 
the country. You will find this buying guide corrected up te 
the minute and more useful than ever. More than 300 adver- 
tisers are featuring product information in it. 
After you have had a chance to examine the new Directory, 
Keep this we shall greatly appreciate your comments and suggestions. 


book on file— 


EE MILL SUPPLIES 


1936! | 
330 West 42nd Street New York, N.Y. 
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NICHOLSON FILE 
COMPANY 
the greatest improvement 


lA a generation 


NEW CUTTING EDGES 


GO TO WORK AS OLD ONES 
WEAR DOWN 


At the time that other files begin seriously to lose their 
cutting ability, these New Nicholson Products gain a 
“second wind.” For as the teeth which have been in use 
wear down, clean, sharp, brand-new cutting edges go to 
work to give the file a new lease of life and lower your 
filing costs enormously. 























THESE STATEMENTS . . ARE BASED 
ON RIGID TESTS .... PROVE TO 


YOURSELF THEY ARE TRUE .. 
MAKE ANY TESTS YOU WISH 


NEW CAPACITY TO 
REMOVE METAL 

Exhaustive tests on all kinds of metal under 
widely varying conditions have proved to us 
the unusual cutting capacity of these New 


Files. Yes! You will find an entirely new 
filing efficiency with this new product. 


NEW RAPIDITY 
OF CUTTING 


This new cutting power, plus a smooth ease 
of operation, gives these New Files a rapidity 





of cutting that permits you to turn out a 
given job, complete, in far less time than is 
possible with any files heretofore available. 


ABSOLUTE FREEDOM 
FROM SIDE SLIP 


The new tooth construction of these files 
eliminates side slip, heretofore an objection- 
able characteristic in the performance of files. 
These New Files cut straight and true, without 


any tendency to slip off the side of the work. 


MA 





To Wake This Test 


To assure ourselves that every statement 
made about these new files is true, we have 
tested them on all kinds of metal under all 
possible conditions. But we realize that tests 
made in our Research Laboratory, however 
unusual the results, will not fully convince 
file users of the sensational advance these 
new files represent. 


So we are urging file users everywhere to 
obtain these New Files — and to use them on 
their own work under conditions as they 
actually exist in their own plant. Then, and 
only then, will they have a true basis for 
comparison which will lead them to agree: 
“It's the greatest advance in file making in a 
generation.” 


THE TOOTH 
CONSTRUCTION 
AND METHODS 

OF MANUFACTURE 
OF THESE NEW 
FILES ARE FULLY 
PROTECTED BY 

PATENTS 

PENDING 


NICHOLSON FILE CO. 
PROVIDENCE, R.1., U.S.A. 
A FILE FOR EVERY PURPOSE 





THESE NEW AND IMPROVED FILES 
ARE MADE IN THE FOLLOWING BRANDS 
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PG SPRATT 








Every. User a Boostor! 
STANLEY ELECTRIC HAMMERS 


for 

l Drilling and 
Chipping Concrete 
Brick and Stone 








H. W. Mills and Company, Paterson, | 
New Jersey, had this attractive win- | 
dow display the first week of Novem- | 
ber, showing a line of Behr-Manning- 

Norton abrasives which are handled | 
by the company. 


es «@ 
ee Scaling off 
; Rust or old 
pany, Detroit; Silliter-Holden, In- | paint — 
corporated, Elmwood, Connecticut; | 
Ramsdell Industrial Supply Com- | Fe 
pany, Worcester, Massachusetts; Installing 
Industrial Supply Company, Salt Machinery 


Lake City, Utah; Squier, Schilling 
and Skiff, Newark, New Jersey; 
Standard Equipment and Supply 


Metal Partitions 
Oil Burners 


Pipe Lines 
Corporation, Hammond, Indiana; Electric Conduit 
B. R. Paulsen and Company, Chi- Signs 
cago; Seither and Ellis, Newark, 


Fire Escapes 
= | ™ 
New Jersey; Towner Hardware 


Company, Muskegon, Michigan; re 
William S. Roe, Incorporated, Scaling 
Newark, New Jersey, and Jones Rust from 
and Auerbacher, Incorporated, Boilers, 
Newark, New Jersey. Steel Ships, 
Tanks 
s s 
Adams Elected to Board of , 
. , : Cleaning 
Refrigeration Supplies nine 
Association on 





@ Howell E. Adams, vice-president | 
of Lewis Supply Company, Menm.- | : , P 
phis, Tennessee, was elected for one | New machine tools are being installed these days — old 
year on the Board of Directors of ‘ ‘ ° : f 
the newly organized National Job-| €QUipment is being rearranged. The demonstration o 
eeee Anssstnioen of Waetents Be-| Stanley Electric Hammer drilling concrete floors for 
frigeration Supplies. This new 

organization comprises of re- 
frigerating engineers, contractors 


and jobbers, and recently met in| superintendent that his plumbers, carpenters and elec- 
Detroit at a convention. 


machine anchorage will make sales. Better tell the 


| 
Mr. Adams is a graduate of | 
Vanderbilt University in engineer- | 
ing and has been with Lewis Supply | 
for the past four years. He is | 
actively in charge of the company’s | 
specialty lines, including accessories | 
for commercial refrigeration and We Are Represented By Selected Distributors 
air conditioning. 

The refrigeration and air-condi- | 


tioning accessory business of the STANLEY ELECTRIC TOOL DIVISION 


company is progressing very 4, THE STANLEY WORKS ‘, 
rapidly, and a_ special catalog = Shae iblantin,ieie. er 


covering this line of material for | 


tricians will also want to use the hammer. It is a profit- 


able investment. 
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MERICAN 


MODERNIZED 


Material Handling Equipment 












“American” Hand Trucks 
—Why they cost less 


Your operators can handle more loads ; 
with less fatigue using “American” Trucks 

because they are correcily balanced and 
roll on accurately turned true-running wheels. 
Maintenance expense is negligible because light, 
strong, tough steel has replaced wood construction. 
“American” Trucks are assembled from formed parts 
securely bolted together, so that if a member does 
become damaged through accident or abuse, it can 
be replaced easily and by an unskilled workman. 





The labor saving, 
floor saving, rubber- 
tired, roller - bearing 


“American” hand 


With “American” Trucks you can be sure of getting sernediaiaae 
the greatest return from your labor investment in the 
men who push your trucks. There’s an “American” 
Truck for every material handling need. Select the 


one you need from the American Catalog. Write now |! 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave., Dept. 2, Philadelphia, Pa. 


AMERICA 


PRESSED STEEL 


HAND TRUCKS 
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the contractors and dealers will be 
issued shortly. 

In connection with the above, the 
company is exclusive distributor for 
the Detroit Lubricator Company on 
its thermostat control valves and 
specialties, for the Imperial Brass 
Company on fittings, and valves 
and on Wolverine Tube Company’s 
pipe. 


Dodds New Sales Manager 
for Brown-Wales 


@ V. A. Dodds, formerly in the 
sales department of Brown-Wales 
Company, Boston, has been ap- 





Vv. A. DODDS 


pointed sales manager, succeeding 
Chapin E. Harris, who resigned in 
October. 

Mr. Dodds was born in Boston 
and graduated from Boston Uni- 
versity. After serving in the Army 
during the World War, he joined 
the Brown-Wales organization in 
1919 and has been in the sales 
department for the past 16 years. 


Eckland Joins 
Morehouse-Wells 


@ Harry W. Eckland has joined the 
Morehouse and Wells Company, De- 
catur, Illinois, as manager of the 
industrial department. Mr. Eck- 
land was formerly manager of the 
industrial department of the Farr- 
Better Supply Company, Paducah, 
Kentucky, from which position he 
resigned on December 1. 

The Morehouse and Wells Com- 
pany has been in the wholesale and 
retail hardware business for many 
years, having been established in 
1859, and operates one of the finest 
retail hardware stores in the 
United States. However, the com- 
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IZED 
Short Center Drives 


Pens 





". P 







“American” Short Center Drives Save 
Maintenance and Replacement Costs 


The “American” Tension Control Motor Base is the latest scientific 
development for the improved transmission of power under exact- 
ing conditions. With its use, drives that would otherwise be im- 
possible operate with trouble-free performance. In addition the 
average belt tension is 50% less than would be required on any 
constant tension drive. Such a reduction in tension adds greatly to 
belt and bearing life, and assures great savings in maintenance 
and replacement expense. 





: This Motor Base, providing controlled belt tension is a worthy addi- 
tion to a line of equipment such as “American” Steel Split Pulleys, 
Pressed Steel Hangers and Wedgbelt Drives, all of which are so 
favorably known throughout the industrial world. 


Modernize with “American” Short Center Drives—for easy, 
smooth starting—positive power transmission—quiet operation— 
lower maintenance. They provide also the ideal link between 
prime mover and Modern Group Drive installation. 


AMERICAN 


PULLEY COMPANY 


4200 WISSAHICKON AVE. PHILADELPHIA, PA. 
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APPROVED BY UNDERWRITERS 





MeGILL Products 
Make Wishes for 





Come True ¢ 


Start your greater prosperity for ms," 
1936 with something absolutely Layo 
certain to help right from scratch i —= 

— with McGILL Products! 

















McGILL Lamp Guards, for in- 
stance, are proven profit-getters — 
they sell in volume the year 
through and only through distrib- 
utors. They are well known.* They 
are saleable to every plant in your 
territory. They are made to out- 
last ordinary guards—and in a 
complete range of styles and sizes 
for every industry. They are 
backed by the largest manufac- ' 
turer of lamp guards in America 
—a strong, long established firm. 1 
They are priced right. And they init 
carry worthwhile profits. 


All McGILL Products fit into 
your regular lines perfectly — and 
you'll be surprised with the vol- 
ume of business you can get by 
justremembering to mention them 
everywhere and every time you 
call. Try McGILL Products now 
if you never have. 






No. 
3000 

















*Well-Known 


Mere is done to help 
distributors sell MeGILL 
Lamp Guards than you 
would expect could be 
done on items of this 
type. By direct mall ad- 
vertising every month— 
plus extensive trade 
paper advertising — 
we keep your customers 
constantly informed con- 
cerning the advantages 
of MeGILL products. 
Cash in on this if you're 
not already. 


Write for Catalog Today—Box 669 


==) MCGILL 













Lamp 
Coloring Fluid 
. 











Fane al MANUFACTURING Co. Soldering Flux 
Puaigsem | Licctrical Specialties of Quality ame, 






ESTABLISHED 19004 


VALPARAISO - INDIANA 


tc. 
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pany has not in the past concen- 
trated on industrial supplies. With 
Mr. Eckland in charge of the in- 


| dustrial department, the company 


will now step up its activities in 
this line and will cover intensively 
a territory extending 75 miles in 
all directions from Decatur. 

Mr. Eckland has had long experi- 
ence in the mill supply business, 
his career including many years 
with the H. Channon Company, 
Chicago. 


Ducommun Corporation 
Changes Name 


@ Ducommun Corporation, Los An- 
geles, one of the oldest supply 
houses on the Pacific Coast, dis- 
tributors of tools, metals, mill sup- 


plies, pipes and fittings, has 
changed its name to Ducommun 


Metals and Supply Company, effec- 
tive January 2. There will be no 
change in management or person- 
nel. 

The business was established in 
1849, in a one-story building on 
the corner of Main and Commer- 
cial Streets, Los Angeles, Cali- 
fornia. At present the company 
occupies four warehouses in Los 
Angeles, an oil country tubular 
storage yard at Wilmington, Cali- 
fornia, and recently made additions 
to its warehouse facilities in San 
Francisco, California, which, when 
completed, will represent an expen- 
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H. P. Harmer (left) established the 
Harmer Steel Products and Supply 
Company in Portland, Oregon, less 
than two years ago and has had to 
enlarge quarters twice since then. 
Mr. Harmer was formerly president 
of the Western Steel and Equipment 
Company of Portland, prior to which 
time he was representative in Oregon 
and Washington territory for the 
Pacific Car and Foundry Company. 


| Shown with Mr. Harmer is G. Dave 


Mullen, in charge of stock and city 
desk. 
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wis! )6Where To Sell JUINCY 
QUINCY COMPRESSORS 











This Check List has been compiled in order to help you visualize the tremendous market for Quincy Compressors. The general and specific 

classifications given here enable the salesman to easily sort out the industries and places in his territory where the use of compressed air is an impor- 

tant manufacturing aid. In addition, this list of actual applications on which Quincy Compressors are used further enables the salesman to intelli- 

gently approach his prospects with this information definitely in hand. This list not only suggests plants where new compressor sale? may be 
made, but it also suggests applications where replacement compressors can be sold. 











Cleaning Automatic Switch Boards Operating Punch Presses Pumping Water 





Operating Tools in Maintenance Work Cooking and Sterilization Cleaning with Air Jet + 
METAL Operating Air Hoists 


Agitating, Elevating and Transferring Solutions 
Blowing Cans to Filling Machines 


Operating Rock and Hammer Drills 
Operating Pneumatic Tools in P 





WATER WORKS 
»ping Water 
ing Boiler Flues 
@ Boilers and Tanks 
and Testing Pipe Lines 
@ Sheet Pile Drivers 
Plug and Rock Drilb 


Operating Automatic Sprinkler Systems 





As a Vacuum Pump for Drawing Out Air from 
Cane befor. Sealing 


MILK PRODUCTS 






























Operating Air Hoists, Lifte and Motors 


SILK MANUFACTURERS 
Pumping Water 
WOOLEN MANUFACTURERS 


Filling Machines Pumping Water 


TIONERY 


Operating Air Brakes on H- 
Starting Diesel Engine 


Operating Rock ap 
Pumping Brine 
Starting Diesel En, > Agitating and Handling Dyes and Solutions 
D AND BRIDG Cleaning Looms, Doffers and Spindles 
Operating Air Motors, Hoists and Lifts 
Starting Diesel Engines 


Operating Rock and 
Spreading Stone Dus 
Operating Pneumatic 
Operating Air Lift Pur 
Qu’ 
Operating Rock, H 
Operating Polishe 
Operating Pnev 
Starting Diese’ 

PETROLE’ 


Displacing a 


\GE 
Beer Pumps BLEACHERIES 
Pumping Water 

OpuCcTSs Handling Chlorine or Bleaching Solutions 
Agitating Liquids 


PRINT WORKS 
Transferring Dyes 
Cleaning Machinery 
Perforating Patterns 





RAYON 
Agitating a Pumping Whiter 
Operating | 
Punging CLOTHING 


Calking and 


Spraying Shirts Before Cleaning and Pressing 
Vaporizing © 





Starting Dies 






ASP. WOOD INDUSTRIES 


Agitating Asphal 










Scaling Asphalt Ta, 
Starting Diesel Engin. 


LOGGING CAMPS, SAW MILLS 


Operating Edgers, Bumpers, Pickups, etc 










Blowing Sawdust and Shavings from Machines 
Operating Pneumatic Haulage 
ANSPOR Quincy Compressors are built 


-umping Water 






















in a complete range of sizes for perating Automatic Sprinkler Systems 
AUTOMOTIVE a wide variety of industrial af PLANING MILLS 

Supplying Air for Tire Service, @re plications ding Wood 

Cleaning Engines and Machines 

Operating Jacks, Lifts and Holets 

Spray Painting 

Spray Olling 

Cleaning Cars and Cushions 

Regrooving Tires 

Lapping Valves in Engines 


FURNITURE 
ing with Air Jet 
atic Buffing, Staining and Filling 
‘and Shetlacing, Varnishing, Rubbing 
leaning 
s 


sanding Machines 
Turning Over Motors ry . 


Drying Washed Cars 


Santitestang and Ctnuntag Pinan T is valuable Check List gives you the right conception of Q y 


BOXES 
Testing Spark Plugs C | iti . ‘ | ’ 7 h F siners for Tightness 
Testing Radiators a 
=. pressor sales opportunities in your territory. its a mighty reli mOOTEG PLANTS 
Operating Grease Guns 


1 Preserving Processes 


Opening and Closing Doors able guide to increased profits. 


Joggling Car Chassis 





AVIATION 


Operating Milling and Drilling Machines 


Quincy Compressors offer a long list of design and parts fea- 
Operating Pneumatic Hammers and Shapers 





ey 0 ne vor mama tures that enable you to make prospects want YOUR line. QUINCY 
COMPRESSOR CO., Quincy, Illinois. Branches: New York and 
Chicago. 


Pumping Up Tires 


STEAM RAILWAYS 

Starting Fires in Locomotives 
Operating Pneumatic Hammers and Drills 
Cleaning Flues 
Catking Boilers and Tanks 
Operating Air Hoists, Lifts and Jacks 
Operating Air Brakes 
Operating Crossing Gates 
Operating Switch and Signal Systems 
Removing Paint, Cleaning Castings, etc. by 

Sand Blast 


Other Pests 


Driving Nails and Spikes 
Wood Boring. Tie Tamping, Pulling Spikes 
Operating Pneumatic Sand Rammers 


Spray Painting and Whitewashing 


Canes Gan ent esos Compressors. 


Raising Nap on Plush Seats Dress 





Pumping Water Agitat 
Operating Track Sander Operat 


Lifting Sand ———-—- COUPON BRINGS FREE CHECK LIST -———— 
ELECTRIC RAILWAYS 
Cleaning Motors and Generators 
Bh wing Forges 
Operating Switch and Signal Systems 
Operating Air Brakes 
Operating Track Sanders 
Operating Car Doors Cleaning Rubb 
Cleaning Rails by Sand Blast 
Operating Air A 
Welding Time Contro 
MARINE 
Operating Pneumatic Hammers and Drille agheating Mesh 
Operating Temper 





Testing & 
Inflating k 
Testing Tir 
Operating A 
Operating Di 
Operating Vul 


Quincy Compressor Co., Quincy, Il. 


Gentlemen: Without obligation, please send me Quincy Check List. Also send Catalog and 
Price Sheet. 






















Name 
Address én 
City. 


Firm Name 






















Operating Air Hoists, Lifts and Motors 





Aerating Water Supply 


em 
Pressure for Water Supply fefe)>) INDU 
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=e Can offer Industry | 
@) ) Complete Trans- | 


mission Service | 





Dodge distributors are in a position to offer an exclu- 
sive service to industry. Because of the broad coverage 
of transmission requirements offered by the Dodge 
line, the distributor is not limited in his recommenda- 
tions. He can sell his customer the right drive for 
every job. 

® 


The Dodge line is not only complete in the sense that 
it offers every appliance necessary for the mechanical 
transmission of power,—it offers babbitted, roller and 
ball bearings; iron, steel, wood and iron spider wood 
rim pulleys,—each product offering the best solution 
for each condition of service encountered in industrial 
plants. 


The Dodge distributor can take full advantage of the 
present day demand of industry for drives that will cut 
costs, and meet new production demands. Leading 
authorities agree that savings of from 20% to 50% 


can be made by many plants. Dodge advertising and 


sales co-operation are helping the distributor realize 


the greatest possible return from his effort. 











THE RinhkK NDI Ee 


's Dodge Vistributors | =a. : 
y Make Money by | as DY< wo | 
Helping Industry | = 





e to Save Money. AY ‘aiadiaanraliel 





Incustry is fully awake to the possibility of converting 
loss into profit through modernization of power drives. 
Industrial executives are giving serious consideration 
to the many ways provided to get the power to the 
work in an effort to find the best and least costly. 


Dodge distributors are able to offer valuable assistance 


to their industrial customers and prospects. They can 


not only offer a complete line of power drives but a 


complete and specialized engineering service. 


Dodge drives are assembled from modern, standardized 
parts which are made together to work together. This 
means a drive backed by one responsibility rather than 
one made up of parts supplied by several manufac- 
turers. The result is added satisfaction and security 
for the buyer. 
a 

Only Dodge distributors can offer this service. Only 
Dodge distributors have this opportunity to serve and 


profit. 
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GIMME 
THAT , 

HAMMER 



































Precision tools may be carefully cleaned 
and wrapped in oiled silk after using — but 
who ever heard of anyone “‘babying” hammers 
or cold chisels in the shop. 

“Gimme that hammer”, from a 200 pounder 
usually means grief for the hammer. Giving 
him anything but the best in tools is just too 
bad. 

Stanley-Atha Tools have been “taking it” 
from these big boys for years. Starting with 
the right steel, forging it at the proper heats 
and then hardening and tempering correctly, 
Stanley delivers tools that “can take it” day 
in and day out. 

Stanley-Atha Tools are being advertised to 
your customers. We are urging them to call 
on you for these tools. You will find this line 
easier and more profitable to sell. 


.) STANLEY TOOLS 


New Britain, Connecticut 


¢, w 





NAIL HAMMERS WEDGES 

FARRIERS. HAMMERS RIPPING BARS 

MACHINISTS HAMMERS RIPPING CHISELS LEVELS 

BLACKSMITHS TOOLS COLD CHISELS PLANES 

COOPERS HAMMERS PUNCHES WOOD CHISELS 

TINNERS HAMMERS BIT BRACES MITRE BOXES 

BRICKLAYERS HAMMERS SCREW DRIVERS HAND DRILLS 

SOFT FACE HAMMERS STEEL SQUARES BREAST DRILLS 
l SLEDGES RULES ANVIL TOOLS 
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STANLEY xo STANLEY-ATHA TOOLS 
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diture of $200,000. The San Fran- 
cisco branch, for the past eighteen 
years, has made a specialty of non- 
ferrous metals, alloy steels and 
kindred items. After the first of 
the year a complete stock of sup- 
plies will be added. 


New Manager for 
Waco Branch 


| ® San Antonio Machine and Supply 


Company, San Antonio, Texas, has 
announced the appointment of 


































CHARLES D. ORR 


Charles D. Orr as manager of its 
Waco branch. Mr. Orr has been 
with the company in various capac- 
ities at the Waco branch for the 
past 12 years. 

Frank H. Reid and W. O. Caton 
have been added as salesmen at the 
Waco branch, beginning January, 
1936. 


Specializes in Power 
Transmission Material 


@ Grand Rapids Belting Company, 
Grand Rapids, Michigan, which 
specializes in power transmission 
equipment, is in a position to give 
complete service for nearly any re- 
quirement for the transmission of 
power. The following lines are 
being carried: Oak tanned leather 
belting; waterproof leather belt- 
ing; combination tanned leather 
belting; rebuilt and repair leather 
belting; round leather belting; 
leather specialties; leather belt ce- 
ments; Quaker City conveyor and 
transmission belting; Acme Rub- 
ber transmission belting; Victor 
Balata and Textile cotton woven 
and canvas stitched belting; Buf- 
| falo Belting and Weaving press 


| tape and woven cotton belting; 
































ALWAYS AT THE TOP 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


N EVERY INDEPENDENTLY-OPERATED TEST where Clover Color-Stripe 


Coated Abrasives have been compared with the best available competitive 
goods, they have never failed of acceptance, because they have always reached the 


highest standard. 


It is for this reason that Clover Abrasive Papers and Cloths are found in many 
of our most important industrial plants, where only the proven best can gain entrance. 


We have made Coated Abrasives since 1925—employed nothing but the very 





duction from the very first 


highest quality materials and the most skillful talent in their pro- 
-preferred to operate in the red for 
several years rather than to sacrifice quality. 


In recent years, we have operated on a profitable basis, and 
the quality of our product has increased each year with the state 
of the art. There is nothing better to be had than Clover Color- 
Stripe Coated Abrasives—we can prove it. 


The Mill Supply Distributor, to gain his share of this 
1o-million-dollar Coated Abrasives business, must have quality— 


he must be able to compete with anyone, both in quality and in 


price. He must have a reliable source of supply—backed by ample plant capacity; 


amply financed. His source of supply must work with him—not against him. 


We are prepared to supply all these elements of success 


to any Mill Supply Distributor who seeks a highly-profitable 


share of this great 10-million-dollar volume. 


May we show you what we have to offer? 








CLOVER MANUFACTURING COMPANY 


NORWALK, CONN., U. S. A. 


SANDPAPERS 
METAL-WORKING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 


CLOVER GRINDING AND LAPPING 
COMPOUNDS 








EK. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


Yes may send me, without obligation, samples of: 


| Green- -Stripe Fi lint Sandpaper. 


“| “Red- |-Stripe Turkish Eme ry C loth. 


| Yellow- Stripe Aluminous “Oxide _Metal-| Working ¢ Cc Cloth, 
__| Yellow- -Stripe Aluminous Oxide Wood- Working Cloth. 


"| Yellow -Stripe Aluminous Oxide le Wood- Working P aper. 


| Orange- Stripe Gz arnt Cloth. 


| Orange- Stripe G arnet Paper. 
Clover Grease-Mixed Grinding Compound. 


‘Clover Water- Mixed Valve-Grinding Compound. 























Name 





Address 


Character of Business 
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WATSON 
STILLMAN 


A QUALITY LINE 


Watson-Stillman Forged Steel Fittings are fabri- 





cated from solid, high tensile steel forgings. 
Threads are accurately cut and perfectly aligned. 
Of heavy construction, they are recommended 
for high temperature oil, water, gas, steam and 


chemical service. 


A LIBERAL POLICY 


The Watson-Stillman distributor policy was es- 
pecially formulated to allow: (1) A price basis 
making possible aggressive competition with rea- 
sonable profit; (2) A complete range of sizes, 
insuring prompt delivery of requirements; (3) 
Sales assistance and protection on other products 
we manufacture; (4) Promotion of sales through 


recognized distributors. 


Investigate the Watson- Stillman Line. 


THE WATSON-STILLMAN CO. 


100 ALDENE ROAD, ROSELLE, N. J. 


FORGED STEEL 
FITTINGS 
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Stanley woven cotton belting; “‘Til- 
ton” woven high speed endless 
belts; “Cleco” high speed web belt- 
ing; Gates fractional horse-power 
appliance Vee belts, heavy duty 
multiple drive Vee belts, multiple 
groove Vee belt pulleys and single 
groove pressed steel Vee pulleys; 
Maurey single groove and variable 
pitch diameter “V” pulleys; Key- 
stone split steel pulleys; Iron split 
steel pulleys; Rockwood and Brown- 


| ing motor pulleys; Limestone wood 
| pulleys; American lace leather belt 


lacing; Clipper Belt Lacer ma- 
chines and supplies; Alligator steel 
lacing; “Spider Webb” leather and 
rubber belt dressings; “Stephen- 
son” leather and rubber belt dress- 
ings and Cling Surface dressings. 


W. S. Motter President of 
Motter’s Supply 


@ W. S. Motter has been electea 
president of George F. Motter’s 
Supply Company, Incorpo- 
rated, York, Pennsylvania, succeed- 
ing George F. Motter, who died on 
October 19. 

Other officers of the company are 
J. C. Motter, vice-president; Wil- 
liam Hoke, secretary-treasurer, and 


| George C. Ruby, sales manager. 


Change in Sales Personnel 


@® The following changes have been 


|made in the sales department of 
J. N. Fauver Company, 


Incorpo- 
rated, Detroit, Michigan: 








G. W. McIntosh, Chase-Parker and 
Company, Boston, may have some 
chains and marine hardware as a 
background for a part of his office, 
| but his personal background consists 
of 21 years of specializing in gears 
and bearings and general transmis- 





sion equipment. 
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Sixty-nine years of conscientious service to 
AmericanIndustry has justly established for 
Alexander Products the reputation of “The 
Standard of Quality.” 


No other manufacturer of leather transmis- 
sion belts offers a higher ratio of efficiency 
for their specific purposes than is repre- 
sented by Alexander Brothers’ Monobelt*, 
Flexotype*, Tentacular, regular oak and 
chrome tan belts. 


No other manufacturer of leather packings 
offers greater durability, and greater sealing 
qualities than the Alexander line of stock or 
specially made packings. 


It’s dollar for dollar value American Indus- 
try is buying and it’s dollar for dollar value 
Alexander products are giving. Today, your 
customers want a higher ratio of return 
on their maintenance investment. Sell 
them “Performance Guaranteed” Alexander 
Products. Write for details concerning the 
Alexander distributor policy. 


* Exclusive Makers 


Alexander @) Brothers »< 
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Bean nN os Hack Nous lad DN 


Dependable 


Service! 


Barnes Distributors Profit by 
Serving Better. This Series of 
Messages Tells Why and How 


The distributor's success with Barnes blades is built on the depend- 
able service which the Barnes organization renders the users of its 
products. In every important industrial territory there is a Barnes 
factory representative who is equipped by training and experi- 
ence to solve any cutting problem that might confront a dis- 
tributor's customer. 


More efficient, more economical cutting is the Barnes goal. To 
attain this, Barnes has developed six distinct types of blades, as 
listed below. Each type has an unbroken record of satisfactory 
service. 


Wherever metal is cut there is an opportunity to sell one or more 
of these types. Assured of proper application by the coopera- 
tion of the Barnes organization, you are certain of the complete 
customer satisfaction which translates itself into repeat orders. 


And remember this point—blade business you secure through 
Barnes proven quality and Barnes service will often mean the en- 
tering wedge into plants where you may not yet have developed 
business on other lines. 


Barnes offers you its engineering help. Lean on it! 





ALL HARD TUNGSTEN: 
power types. 


unusual 


JUNIOR 
For use 


trial, and electrical shops. 


Hand and RED 
Superior cutting due to 
heat treatment. 


ARROW: High speed steel 
blades. Hand and power types 
. Cutting tools without a peer. 


METAL CUTTING 
BLADES: Hard edge, flexible back 
for hard metals; spring temper for 
non-ferrous metals and sheets. 

in garage, plumbing, indus- ideal blade for general use. Indi- type. All the advantages of the all 


vidually file tested. hard and flexible types. Will not break. 


BAND SAW 


W. O. BARNES CO., INC. 


1297 Terminal Ave. DETROIT, MICH. 


IBARNES|_ 





SEER aT 








| BETTER wack saw BLADES —— 
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H. A. Faeth, vice-president, treasurer 
and purchasing agent of The Faeth 
Company, Kansas City, talks things 
over with a visiting salesman and 
another member of his own organiza- 
tion. Mr. Faeth, who is the coatless 
gentleman, is in charge of the com- 
pany’s activities in the industrial 
supply field. 


I. I. Hance, formerly of the Cuno 
Engineering Corporation, Meriden, 
Connecticut, will cover the Michi- 
gan territory, majoring on Cuno 
filters. 

W. A. Ursen, formerly represent- 
ing Fauver Company in the Cleve- 
land territory, will now cover the 
state of Indiana. 

The company also has announced 
that a department has been estab- 
lished for working up applications 
or answers to problems which cus- 
tomers encounter. This experi- 
mental and engineering facility also 
provides for light manufacturing 
to expedite changing of standard 
products to meet special require- 
ments. 


Changes Name 

@ The name of Paul Robert Ma- 
chine Works has been changed to 
Paul Roberts, Machtnery and Sup- 
plies, Pocatello, Idaho, due to the 
fact that the machine shop depart- 
ment of the business has now be- 
come a service for lines of mer- 
chandise. 

The company has also added a 
36-inch swing 30-foot bed engine 
lathe in its service shop to facili- 
tate service to its customers. 


Standard-Shannon and Behr 
Manning Hold “Get 
Together” 

@ The executives and salesmen of 
Standard-Shannon Supply Com- 
pany, Philadelphia, and Behr-Man- 
ning Corporation, held a golf match 
and dinner at Lansdowne Country 
Club on October 11, which proved 



























































@ The Allis-Chalmers Mfg. Co. now offers a 

most important new development in power 

transmission — the Vari-Pitch Texrope 

Sheave. @ In this new sheave, by a simple adjustment which 
takes but a few moments, the diameter can be altered so as 
to give a variation in speed of from 15 to 25 per cent per 
sheave; if both sheaves are of this type, the range of varia- 
tion will be doubled. © The new Vari-Pitch Sheave permits 
users to experiment with different speeds to ascertain at just 
what speed their machinery shows the greatest efficiency; 
it permits them to take advantage of higher speed cutting 
tools; it permits them to make different products, some of 
which require higher speeds and some lower—and do all 





















































this without dismantling, but simply by taking a few mo- 
ments to make the desired adjustment. Vari- Pitch Sheaves 
are made in two types, manual and automatic. In the auto- 
matic type speeds can be instantly varied to the full range 
while the drive is in operation. @ There is a demand, for 
this exclusive Allis-Chalmers product, in a great variety 
of industries and alert dealers are taking advantage of the 
opportunity it offers to cash in. The Vari-Pitch Sheave is 
unique in that there is nothing like it on the market and 
it is only available through the Allis-Chalmers Mfg. Co. 


BELTS BY GOODRICH 


DRIVES 


ALLIS-CHALMERS 


ORIGINATED 


ALLIS -CHALMERS MANUFACTURING COMPANY MILWAUKEE, WISCONSIN 


MILL SUPPLIES ® JANUARY 1936 











Your brush and broom 
Set-up .... 


DOES IT GIVE YOU 
THESE ADVANTAGES? 


Does it give you a line to sell which 
is widely recognized for quality—a line 
of real brushes and brooms which perform 
in a way that brings repeat business? ALL ND BAMBOO 





Does it give you a complete, well- 
rounded line—one which will enable you 
to satisfy all your customers’ require- 
ments and sell them the right brush or 
broom for the job? 





BASS PUSH BROOM 


Is it sold under a satisfactory dis- 
tributor policy, one which includes pro- 
tection, sales assistance, and a good 
profit margin? 


The INDIANAPOLIS CAPITAL RED CAP 
LINE gives plus value in all these features. That 
is why it has been sold through such steady, strong 
distributor outlets over a period of more than forty- 
five years. That is why RED CAP distributors are 
always able to obtain maximum profits from their LOONTEE FIBRE 
brush and broom sales efforts. BROOM 





Let us give you complete details as to what 
the RED CAP line can do for you 





B. B. PUSH BROOM 








INDIANAPOLIS 
Brush & Broom Mfg. Co. 


ESTABLISHED 1890 
126 BRUSH STREET INDIANAPOLIS, IND. 
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so successful that it is planned to 
make this “get together” an annual 
affair. 

Vance C. Boyd of Standard- 
Shannon has refused to allow us to 
publish golf scores but states that 
most of the twelve salesmen who 
played proved to be better “ped- 
dlers” than “golfers.” The kickers 
handicap was won by Vance C. 
Boyd with a net 77. M. D. Ker- 
baugh was second with a net 79, 
and John Woods, Jr. won low net 
with a 68. 


James A. Haseltine 


@® James Ambrose Haseltine, presi- 
dent and manager of J. E. Hasel- 
tine and Company, Portland, Ore- 
gon, died Friday, December 6 at 





J. A. HASELTINE 


his home in Portland. He was 70 
years of age and up to a few days 
before his death had been active 
in the business. 

Mr. Haseltine, who was famil- 
iarly known as “Amby,” was born 
in Portland, Maine, and at the age 
of 17 came to Portland, Oregon, 
which has been his home ever since. 
His father, J. E. Haseltine, estab- 
lished the company in 1883, and 
shortly after that, his son went to 
work for him. In the early days 
it was blacksmith supplies. This 
evolved into heavy hardware, and 
in later years this became hard- 
ware and industrial supplies, with 
the latter predominating. After 
the death of his father, “Amby” 
Haseltine became president and 
manager in 1897. 

He is survived by a son, two 
brothers and two sisters. The son, 
William A. Haseltine, is vice-presi- 
dent of the company and will hence- 
forth be the head of it. 





rT 











FIG.. 150 FIG. 102 
BRONZE COMPOSITION DISC VALVE BRONZE GLOBE VALVE 


Powell Valves — redesigned and modernized for present day trends, mounting pressures 
and temperatures — are available in alloy bronzes, high test cast iron, carbon or alloy steels, and 
other improved materials...A complete line of Powell gate, globe, angle, check, safety, and 
Y valves for various pressures and temperatures offers a solution .for your valve needs. 








SERIES 900 FIG. 375 FIG. 1444 
STEEL GLOBE VALVE BRONZE GATE VALVE IRON BODY GATE VALVE 


POWELL VALVE 


THE WM, POWELL CO. CINCINNATI, OHID 
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FIBRO FORGED 
Sy SCREWS — 





Socket Walls are re- 
enforced. True Hex 
Socket. Continuous 


Fibres from end to end, What Distributors 
are saying..... 





. 


“We've swung to Holo-Krome—there’s 
something New to talk about in their 
line—” 


True, an entirely new process resulting 
in FIBRO FORGED Screws—many new 
feature sales points and chiefamongthem | 
Continuous Fibres, from end to end. 





The Accuracy of Socket 
formation and unusual 


depth. Productive Sales Plans are available, 


carefully prepared to get results—sales 
clinics are held periodically plus custom 
built Distributor advertising. 


The swing is to HOLO-KROME and 
FIBRO FORGED Screws. 


HOLO-KROME SCREW CORP. 








Bristol Conn. 
“File Hard” Wrench 
counterpart of the ; 
FIBRO FORGED STOP A MINUTE and write Holo- 
Screw. Krome that you are interested and | 


want a definite plan that will boost 


Patented by your Socket Screw Business. 


HOLO-KROME 
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Swords Company 
Reorganized 


@ Announcement that Mid - States 
Industrial Corporation, a new 
company duly incorporated and 
licensed to do business, had taken 
over assets of The Swords Com- 


pany, well-known Rockford, Illinois, 


engineering, contracting and sup- 





CHARLES W. LITSEY 


ply house serving Illinois, Wiscon- 
sin, Minnesota, Iowa, Missouri, 
Michigan and Indiana, was made 
December 19, 1935, by Charles W. 
Litsey, president and general man- 
ager of the new organization. 

Activities of The Swords Com- 
pany will be carried on with the 
same management and personnel 
at the same location. A _ wholly 
owned subsidiary, Rockford Power 
Machinery Company, with execu- 
tive offices and warehouses at 
Rockford, continues in a similar 
relationship with the new firm. 
One other subsidiary, the Illinois 
Lipman Company, has now become 
Mid-States’ commercial refrigera- 
tion division. 

An announcement folder sent out 
explained that the corporate change 
was simply the final step in a re- 
organization program started in 
August, 1932, at which time Mr. 
Litsey took over management of 
the company. 

3ecause of a substantial revival 
in business, climaxed by a sales in- 
crease of more than 50% over a 
year ago, actual work of making 
this change was speeded up in ad- 
vance of the original schedule. 
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MEDART- 
TIMKEN 
BEARING 
+ UNITS + 





SHOW CUSTOMERS HOW TO 


REDUCE FRICTION LOSSES! 








A DEFINITE 


DISTRIBUTOR POLICY 


| 


3 


6 


Recognition of the economic 
function of the Distributor 
Distributor’s right to a trade 
area in which to sell Medart 
products 

Acomplete line of Mechanical 
Power Transmission Equip- 
ment... This means 


Ability to meet all customer 
requirements — from stock 
orders to engineered jobs 
Service! Because you get 
service you can give service 
—a most important factor in 
building satisfied customers 
Engineering Sales Assistance 
of a thoroughly qualified En- 
gineering and Sales Or- 
ganization 








You can make more sales by showing your customers how to 
cut mechanical power transmission losses with Medart-Timken 
Pillow-Blocks, Hanger Bearings, Flange Units and Unit Mounts! 
Their smoother, anti-friction operation, longer life and trouble- 
free service increases mechanical transmission efficiency be- 
cause it reduces friction losses. 


Furnished in 4 types: For General Purpose Applications 
—"SS” Straight-Sleeve Series Units... For High Speeds 
and Shock Loads—“TS” Taper-Sleeve Series Units ... For 
Conveyor and Machinery Applications —”DM" Direct- 
Mounted Series Units...For Light Duty General Purpose 
Applications—"DC” Dog-Collar Series Units. 


USE MEDART CATALOGS 
TO MAKE MORE SALES — MORE PROFITS 


Use the new Medart Engineering Reference Catalogs as sales tools! 
They contain much valuable engineering and estimating data—all ar- 
ranged to help you make more sales and greater profits... 56T “General 
Mechanical Power Transmission Equipment’—144 pages...56G “Gears” 
—80 pages...56V “V-Belt Drives" — 44 pages. 


THE MEDART COMPANY 
General Offices and Works: 3522 DeKalb Street, St. Louis, Mo. 


Engineering Sales Offices: Cincinnati * Cleveland * New York « Chicago « Philadelphia 
Buffalo + Pittsburgh * New Orleans « San Francisco * Los Angeles * Dallas * Denver 
Charlotte « Birmingham « Milwaukee 


“MEDART 
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Tool Holders 


must be 


“ARMSTRONG” 


to sell 


It has been proven over and 
over again that 90% of the tool 
buyers will have no substitutes for 
ARMSTRONG TOOL HOLDERS. 
Other tool holders come and go. 
Direct imitations are perennial, and 
like perennials fade with the season. 
Only dealers buy them—their shelves 
are cluttered with orphaned lines, 
forgotten except at inventory times. 
Salvage stock lists abound with 
them, available at your own price. 


That over 90% of the machine shops 
and tool rooms use ARMSTRONG 
TOOL HOLDERS is not’ mere 
chance. The 100,000 machine tool op- 
erators who want no others know that 
ARMSTRONG TOOL HOLDERS 
are right—that they are correctly 
designed, are efficient and strong— 
can be depended on to deliver all 
that the machine tool is capable of, 
with extra strength for emergencies. 
They also know that the Armstrong 
System provides the correct tool, in 
the correct size for every operation 
on lathes, planers, slotters and 
shapers. That each is a multi-pur- 
pose tool equal to a complete set of 
special tools. 


Over 40 years of specialization in 
the development and manufacture of 
Tool Holders ... generations of 
actual working experience .. . un- 
limited facilities, modern equipment 
and manufacturing methods... 
specially trained men, designers, 
metallurgists, engineers .. . contin- 
uous research and constant improve- 
ment keep ARMSTRONG TOOL 
HOLDERS far ahead of all others. 
Lifetime tools, insignificant in cost 
in proportion to years of service 
they give, they are above price, be- 
yond competition, are the only tool 
holders users will buy, are the only 
tool holders to sell. 


W rite for >» 
Catalog 
B-35 
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ARMSTRONG 


System of TOOL HOLDERS 
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SLOTTER PLANER 





ARMSTRONG Tool Holders, Turret 


Ye Lathe and Screw Machine 
“Cc” Clamps, Lathe and Milling Machine Dogs, 
Ratchet Drills, Setting-Up Tools, High Speed Steel. 
Carbide Cutters, Machine Shop Specialties. 


ARMSTHCNG BROG Vics ,208 Stocks, Reced: 


Cutters and Cutter Wheels. 
and Chain Tongs. 


ARMSTRONG BROS. TOOL CO. 


ing Type Threaders, Pipe 
Pipe Vises, Pipe Wrenches 


“The Tool Holder People” 


305 N. Francisco Ave., Chicago, U. S. A. 


New York Office: 199 Lafayette Street 
San Francisco Office: 661 Folsom St. 
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Extent of this progress is shown 
by the fact that several depart- 
ments of the company not only went 
ahead of last year’s totals by a 
comfortable margin, but actually 
exceeded high marks set five and 
|six years ago. 

As the Mid-States Industrial 
Corporation, the firm retains its 
three major divisions intact—dis- 
|tributors of industrial equipment, 
| mill and contracting supplies; con- 
tractors and engineers in heating, 
steamfitting, plumbing and elec- 
trical work, automatic fire sprink- 
ler systems, air conditioning, com- 
|mercial refrigeration and_ sheet 
|metal work; and, operating nation- 
ally as the Rockford Power Ma- 
| chinery Company, dealers in new 
|and used power equipment. 
| Officers of the Mid-States 
| Industrial Corporation _ include 
| Charles W. Litsey, president; R. G. 
| Babcock, secretary and treasurer; 
R. A. Anderson, assistant secretary 
|and treasurer. Directors are Emil 
|C. Traner, O. A. Rowland, W. C. 
| Fordyce, C. K. Welsh and C. W. 
| Litsey. 








Shadbolt-Boyd Acquires 
Suelflohn and Seefeld 


@ On January 1 Shadbolt and 
| Boyd Company, Milwaukee, Wis- 
/consin, absorbed the goodwill and 
‘entire inventories of Suelflohn and 
| Seefeld Company, Milwaukee, and 
'both businesses will be operated 
under the name of Shadbolt and 
| Boyd. 

Extensive changes and improve- 
ments will be started on the prop- 
‘erty now occupied by Suelfiohn and 
\Seefeld at 409 North Second 
| Street, and which, when completed, 
| will be occupied by Shadbolt and 
| Boyd. 

| Sixty-six years ago the Suei- 
|flohn and Seefeld Company was 
| founded by C. Otto and A. F. Suel- 
flohn, who were later joined by 
August Seefeld. 

Seventy-two years ago the firm 
of Shadbolt and Boyd was started 
|\by John Shadbolt and Francis 
|Boyd. In 1897 Price M. Davis 
| started with the firm as a clerk 
|and today is president and general 
| manager. 
| The company now distributes in- 
| dustrial mill supplies, steel, heavy 
|hardware, automotive equipment, 
lumber, roofing, radio and elec- 
trical refrigeration and appliances. 
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NATIONAL 
SCHEDULES 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 





The hundreds 


of requests received for reprints of Wickwire Spencer Wire Rope 
Advertising prove that quality and maximum service life are of first 
importance to the rope user. Wide awake distributors are turning 
this interest to their profit. 








Please tell me fully about the new Wickwtre 


Spencer distribution and co-operative advertising 
plan. 
Y Name res eee a ee a et ae a a ee PP Ue Leach 
STEEL COMPANY 


41 East 42nd Street Me oo bc iionkadnieeiceetar ine ieeesseeee 
i. . Moe so 2 oS Re peer errr meres ibis vacate hones 
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HIGH QUALITY in your Hollow Screw line gives your 
customers lower maintenance costs and a better break in 
competitive marketing of their products. 


You elect to sell them Allen screws because your own 
success depends on theirs — in saving operating losses, 
machinery tie-ups, mechanics’ time. 


You recommend “Allens” on their record; you sell 
them with absolute confidence; you leave them with every 
assurance that they'll stay. 


Consumer-preference, 25 years strong, is back of your 
preference in handling the line and your aggressiveness in 
pushing it. Not to mention the Allen sales-policy — 


Consistently and completely Jobber - distributed. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.$.A. 
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Cordes Supply Adds 
Mill Supply Department 


@ On January 2, Cordes Supply 
Company, Milwaukee, Wisconsin, 
added a mill supply department to 
its plumbing and heating lines. 
This new department is to be in 
charge of Albert Ziemann, formerly 
of the mill supply department of 
Suelflohn and Seefeld Company of 
Milwaukee, which has been taken 
over by Shadbolt and Boyd Com- 
pany, Milwaukee, Wisconsin. 


New Lines Added 


@ The following new lines have 
been added by Mideke Supply Com- 
pany, Oklahoma City, Oklahoma: 
Richland tires; Myers pumps, Del- 
ta Woodworking tools, “V” belt 
drives, sheaves and belts. 


A New Year’s Resolution 
By 
HERBERT H. STALKER 
Safety Belt Lacer Company 


@® RESOLVED—that I will do my 
best during 1936 to live, serve and 
sell more effectively. 

—That I will obey the law that 
one receives in the ratio that one 
gives. 

—That I will remember that 
since the world began, there never 
has been, there is not now, and 
there never shall be another per- 
sonality just like mine. Therefore, 
I will seek to know and be myself; 
for I sense that. only by being 
freely and spontaneously myself, 
shall I be able to exert, unhobbled, 
the full measure of my peculiar 
capabilities. 

—That I will increase my selling 
power and influence, by honoring 
my personality and maintaining 
complete confidence in it. 

—That I will proceed on this 
basic principle of good salesman- 
ship; that increased results and in- 
fluence come only through contin- 
ual self-development; for it comes 
to me now, if it never has before, 
that in any direction, and in any 
situation, I can be no more than 
I am. 

—That I will strive to be the 
master of myself; not puffed up 
over success nor let down by tem- 
porary defeats. I will live each 











UMI 

















>. 3 
Prat 


-ONTROLLED 


KNOW what you get! 


Specify VOGT Drop Forged Steel 
Valves and Fittings. 


Here, automatically controlled heating fur- 
naces and the optical measurement of billet 
temperature make certain that forgings will 


be properly heated. 


Such selection and control of temperature 
guards against any sacrifice of essential 


properties due to excessive heating. 


Manufacturers of: Drop 
Forged Steel Valves and 
Fittings, Ice Making and 
Refrigerating Machinery, 
Oil Refinery Equipment, 
Water Tube Boilers, 
Heat Exchangers 





\ lo DROP FORGED STEEL 
VALVES & FITTINGS 
HENRY VOGT MACHINE COMPANY, Inc., LOUISVILLE, KENTUCKY 


NEW YORK CHICAGO CLEVELAND PHILADELPHIA CINCINNATI KANSAS CITY DALLAS 
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The new Catalog “D” now being distributed by South Bend 
Supply Company is the third successive Donnelley-compiled 
industrial supply catalog issued by that successful company. 


A new general catalog of your goods in the 
hands of the buyers will do more for your 
business during the next five years than an 
additional road salesman—and at a fraction 
of the cost. 


Let us show you how easily and economically 


you can issue a good catalog — quickly. 


R. R. DONNELLEY & SONS CO. 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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day, high or low, as it comes. By 
so doing, I should be able to more 
nearly exercise sound judgment 
and self-control. 

—That I will present the mer- 
chandise and service of my firm 
with dignity, courtesy, enthusiasm, 
persistence and good cheer. I will 
be alert to take right advantage 
of every situation that may add to 
its business and especially to its 
reputation. 

—That, while my first business 
duty is to advance the interests of 
my firm, I will not forget that a 
real interest in the firm’s customers 
is among the chief factors that 
build increased business, confidence 


| and goodwill. 


—That, finally, I will begin each 


| day with the determination to do 


my best each hour of that day, 
believing, unalterably, that as I 


| give my best, I have a right to ex- 
_ pect, and shall receive the best in 


return. 





How’s Business 
(Continued from page 19) 





| atmosphere or burned under the 


boiler. New paint pigments, “soap- 


| less detergents,” and many other 


equally interesting products are on 
the program for large-scale devel- 
opment and expansion in 1936. 

A very important fact to remem- 
ber about process industries is that 
the basically important chemicals, 
such as sulphuric acid, sulphur, 
salt and the alkalis enter into the 
manufacture of practically every 


| other industrial product. Accord- 


ingly, the process industries always 
enjoy the first beneficial effects of 
any advance in business as a whole. 
This has already been strikingly 
demonstrated. In 1934 production 
of caustic soda and soda ash was 
already ahead of 1929, largely be- 
cause of recovery and advances of 
such industries as rayon, soap, 
paper and glass. 
SIDNEY D. KIRKPATRICK 
Editor, Chemical & Metallurgical 
Engineering 


@ Food manufacturing cost will be 
higher in 1936 than in 1935 pri- 
marily because of the increasing 
costs of raw materials. Yet self 
preservation demands that all food 
manufacturers keep selling-prices 



















IMPORTANT 


yucH OF 
quexisiliry 





ALL 


PIPE WRENCH 


@ Notice from the drawing above how Trimo’s 
jaw swings back and forth 3/32 of an inch 
more than any other type. Just that added 
extra 3/32 of aninch places Trimo miles ahead 





in wrench performance. It means a quicker 
bite, tighter grip on the pipe and an easier 
release when you swing the wrench back to 
its original position. 


@ Add to this feature Trimo’s construction 


of the strongest chrome molybdenum and 
Look for the Red Tag always 


wired to every Trimo Pipe 
Wrench. Your assurance of 
strength, safety, value, 


\V/ 


nickel alloy steel—Trimo’s handle is drop 

forged, not cast—then you see why Trimo 

sets new standards of safety and service 
—why it is far and away the best 


A 


WAN) wrench value money can buy. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON) MASS. 


pipe WRENCH 
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@ Here are three good chain hoists. You can find 
prospects for any one or more of them in almost every 
plant you call upon. 

Here in brief is a description of each. 

The Ford Tribloc is a fast, powerful, durable spur gear 
hoist that is built in capacities from 4% to 40 tons. It em- 
bodies many highly desirable features. 

The Ford Screw Hoist is light in weight, powerful and 
operates on the worm and screw principle. It is preferred 
where speed is not essential and when there is minimum 
head-room. It is available in capacities from ¥2 to 10 tons. 

The Ford Differential Hoist is simple in construction, 
designed for intermittent work, is highly portable and low 
in price. It will handle loads from %4 to 2 tons. 

If you do not have all the information necessary to 
enable you to talk these hoists to every one of your 
prospects, write for new data. 


FORD CHAIN BLOCK COMPANY 
Philadelphia, Pennsylvania 
An Associate Company of the 
American Chain Company, Inc. 


IN BUSINESS FOR YOUR SAFETY 


FORD CHAIN BLOCKS 
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as low as possible to avoid shifts 
in consumer demand. Any other 
course would be suicidal. Hence 
the normally thin profit margin will 
be even thinner in 1936 than in 
1935. 

On the other hand, tonnage vol- 
ume will remain almost constant. 
It has not changed materially since 
1927. Factories will operate as 
usual. The demand for mill sup- 
plies will continue at the normal 
rate. But there will be an undenia- 
ble impetus for closer buying dur- 
ing the next twelve months. 

Should AAA processing taxes be 
declared unconstitutional and IF 
the food manufacturers are lucky 
enough to recapture any back taxes 
now in escrow there will be re- 
leased a tremendous buying power 
in those particular lines. Keep 
your eye on those plants which 
come under the foregoing category, 
for those which need modernization 
may have more money to spend 
than usual. 

L. V. BURTON 
Editor, Food Industries 


Textile 


A sharp upward movement in 
textile demand started in the latter 
part of August and has continued 
unabated since then. This will un- 


| doubtedly extend into 1936. The 
| most important factor in the situa- 





| bootstraps. 


tion is the improvement in the 
capital goods industries. In previ- 
ous attempts of the textile indus- 
try to snap out of the depression, 
it had no support from that great 
group of industries and conse- 
quently each attempt petered out. 
The consumer .goods industries 
could not prosper by selling merely 
to each other; it was like a man 
trying to pull himself up by his 
But now, with the 


| sharp change in the durable goods 


| year. 


industries, the situation is entirely 
different. 

Most of the business done during 
the last quarter of the year will 
mean a decent break for the man- 
ufacturers. I am hopeful that this 
is going to carry into the new 
There is every indication 


| that some of the pathetic lessons 


of the recent years have been 
learned and that manufacturers are 
not going to continue to take or- 
ders at prices which can only re- 
sult in losses. 

Even though the volume of tex- 
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hat good 


is STEEL 
without a 


MEANS 


to fasten it? 


Headed and threaded products—bolts, nuts, pins 
and rivets—transform inert steel into usefulness 
—in buildings, bridges, cars and locomotives, 
automobiles, machinery and metal products of 
every kind. Upson items have been doing this for 
more than seventy years—and doing it well. 

Upson products are manufactured, not with the 
idea of turning out tonnage, but with full knowl- 
edge of the qualities each item must possess 
in order to contribute ease of assembly, better 
service and longer life to the product or structure 
in which it is used. 

The uniform high quality of Upson products 
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begins with selection of the steel and is gradually 
inbuilt through modern and closely-controlled 
methods of heading, threading, gauging, heat 
treatment and final inspection. Whether standard 
or intricately shaped for a special purpose, every 
item must meet Upson’s rigid standard for quality 
before shipment. 

It is no trick for hardware and mill supply 
jobbers to sell Upson products to industry. Ad- 
vertising in leading industrial publications is 
carrying the story of Upson quality to manufac- 
turers everywhere. If you are not carrying Upson 
products in stock, it will pay you to investigate. 


UPSON NUT DIVISION 








hepublic Steel 


CORPORATION 


GENERAL OFFICES:-+- CLEVELAND, OHIO 
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Wise Buyers are considering not only the 
improved production and accuracy possi- 
ble today with modern equipment — 


but—the long, dependable service that 





insures profitable returns on the in- 


vestment. 


Wise Dealers will meet the demands of 


1936 ... and beyond, with Brown 
& Sharpe Tools. 


Brown & Sharpe Mfg. Co. 


Providence, R. |. 


TOOLS 


“World's Standard of Accuracy” 


MILL SUPPLIES @ JANUARY 1936 


Foe Beco 








tile business in 1936 should not be 
any greater than that in 1935, the 
chance for profit on it will be very 
materially greater. The point of 
interest which this will have for 
those who sell to the textile in- 
dustry is that, in my opinion, tex- 
tile manufacturers will be much 
more receptive to the idea of re- 


| placing worn out and obsolescent 


equipment, and of improving the 
general condition of their plants. 
They will not have the sense of 


| fear which characterized this in- 
| dustry during part, at least, of the 
| current year. ..This change, taken 


in connection with the radical de- 
velopments made in textile equip- 
ment during recent years, promises 
activity on the part of textile man- 
ufacturers as purchasers in 1936. 
DouGLAS G. WOOLF 

Editor, Textile World 


Transit 


Gross revenues of the transit in- 
dustry in the United States for 
1935 totaled over $1,200,000,000, 
the largest for any year since 1931. 
As compared with 1934, the figures 
for 1935 showed little or no gain 
during the first five months, but 


| every week from the, middle of 
| June onward recorded a gain over 
| the corresponding period of the 
| year before. As changes in fares 


were comparatively few in number 
and of minor importance, the in- 
crease in gross revenues reflected 
a corresponding increase in num- 
ber of passengers carried. Pre- 


| liminary figures indicated the total 


number of transit passengers for 
the year to be about 13 billions, as 
compared with a low of 114 billions 
in 1933 and a high of 16 billions 
in 1926. 

Prospects for the future in the 
transit industry may safely be said 
to be more encouraging today than 
they have been for some years past. 
The upward trend of patronage for 
two successive years is a gratify- 
ing indication of public need for 


| the services rendered. Proceedings 


are under way to effect certain nec- 
essary readjustments in financial 
structures, which will facilitate 
modernization of the properties. 
Moreover, equipment designs are 
now available which place the in- 
dustry in a position to render more 
attractive service, both by rail and 
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@ Not only cutting speed, but safe cutting speed 
plays a large part in your small tool satisfaction. The Spo? G00 OE 0 
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ability of Morse Tools to maintain high cutting speeds 
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safely and economically is one of the reasons 
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She say that all leading 
re alike, tell him to try Morse 
it will be worth his while in lower 
tter work to prove to himself “there is 
ifference.” 






R PINS-SOCKETS -SLEEVE 






A conveniently located Morse Dis- 
tributor assures prompt service. 


, = CaS 
TWIST DRILL & MACHINE COMPANY ae 
NEW BEDFORD ... MASS., U.S. A. 4 § 


bp Ps 
“S-Angons- CHUCY® 


MANORELS “TAPE 
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New York Store: 130 Lafayette St. © Chicago Store: 570 West Randolph St. 
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CHAIN 


quality with over 60 years experience. Offer your 
trade the BEST don’t gamble with quality. 


Manufactured by Taylor has 


Your salesmen should sell 
chain built for a given job such as for Dragline work, 
Stump pulling, Cranes and Hoists, Road Graders, 
etc. INCREASE your Chain sales by offering 
Taylor-Made Chain built to fit a particular purpose. 


“BEST BY TEST SINCE 1873” 


S.G. TAYLOR CHAIN COMPANY 


P. O. Box 1297-M.S. HAMMOND, INDIANA 


“*In the Chicago Switching District’ 














No Propuct in a competitive field could remain a favorite for 40 years 
without some remarkable features that are easily demonstrated. 


The combination of slip-prevention and belt-preservation in Cling- 
Surface has sold many a new user. But the real selling and re-selling 
comes when he notes the remarkable savings due to lengthened belt life 
and reduced operating cost. From then on, Cling-Surface becomes, for 
him, an investment. He may reorder more than 400 times (many plants 
have). 


For the next 40 years, why not share in the unusual profits this un- 
usual product brings? Write for full particulars. 


CLING-SURFACE COMPANY 
1017 Niagara Street, Buffalo, N. Y. 


CLING-SURFACE 












Liquid in choice 
of 4 densities, 
packed in tins 
» and drums from 
1 | ny to 60 
gallon capacity. 


Pound and 1, 

ound bars 
or users who 
refer Cling 
urface in bar 
form. 


New, convenient 
4 oz. tubes avail- 
able for use in 
small shops and 
homes (medium 
density only). 
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| by bus, than has been possible at 
|}any time in the past. 

JOHN A. MILLER 
| Editor, Transit Journal 


Construction 


| Certain important changes af- 
| fected the field of construction dur- 
|ing 1935, with promise of continu- 
|ing during the coming year. They 
'are directly related to the progress 
of recovery, as they represent a re- 
turn from the highly abnormal 
|conditions of the 1929 to 1935 col- 
|lapse and from the subsequent pe- 
riod of emergency and relief con- 
struction. 

It will be recalled that construc- 

| tion is one of the country’s greatest 
industries in normal times, doing a 
‘business of ten billion dollars a 
year and employing nearly ten mil- 
lion workers in its various depart- 
ments from lumber camp and iron 
/mine to the house-building job. 
|Three years ago this industry 
dropped to less than three billions, 
and was held up to this level only by 
| concentrated public-works construc- 
tion, part of the government’s re- 
covery drive. Early in the past 
| year, however, a sharply-marked 
revival of industrial construction 
set in, the beginning of the return 
to normal. 

This movement reflects deferred 
need for plant expansion and im- 
provement, and also indicates a new 
level of business confidence. While 
| prominent in the metal and process 
| industries, it extended to every in- 
dustrial field. This kind of con- 
struction, which in normal times 
makes up one-third of the construc- 
tion market, had fallen to negligi- 
ble proportions during the depths 
of the depression. 

As housing construction also re- 
|sumed an upward course in 1935, 
| from a bottom level of well below 
| 10 per cent activity in 1933 and 
| 1934, private enterprise is again 
'taking over the commanding posi- 
tion in construction activity which 
| it normally occupies. The business 
| of construction contracting and its 
| tributary and service industries 
|thus have begun to move forward 
| progressively, and present signs 
|justify the conclusion that 1936 
will see decided progress in this di- 








| 


| rection. 

F. E. SCHMITT 

Editor, Engineering News- 
Record 
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ATTENTION Ce Oo. HEDNER 





The Yale & Towne Mfg. COs 
Philadelphia, Pa. 


Gentlemen; 
your favo 
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Read this interesting letter written by a user of 
Yale Chain Hoists. He knows from experience 
their dependability, their power and stamina to 
stand the hardest kind of service year after year. 








Yale dependability creates confidence... 
and confidence builds business for Yale Dis- 
tributors. 


Ce wo nmcndl 
3 eS 


Your territory offers many sales and profit 





cscs 


’ 


Gardner Comy any 





TREASURER 


onfidence 


that builds business for distributors 


opportunities these days when industrial execu- 
tives are modernizing and expanding—seeking 
methods of speeding up production and cutting 
down costs. 


A survey of your field will develop live pros- 
pects for you—plants where the speed, power, 
efficiency and economy of Yale Chain Hoists 
ere more urgently needed than at any other 
time in the past ten years. 





—CYALE)- 
THE YALE & TOWNE MAN 
PHILADELPHIA DIVISION PHILAD 
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SALES POSSIBILITIES IN NEW PRODUCTS 


SEE PAGE 82 FOR PRINCIPAL MARKETS 
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MCCAFFREY 
MADE IN USA 





MADE IN USA 





l An entirely new and improved 

method of file manufacture and 
tooth construction has been  an- 
nounced. Among the features of this 
new construction, according to manu- 
facturer, are more cutting edges to 
the square inch; reserve cutting 
edges prolonging life of files; new 
files stay on line of work and in- 
creased durability. Another feature 
is the ability to remove stock. It is 
further stated that in every case, 
whether tested on brass, bronze, cast 
iron, machinery steel or file steel, 
these files have demonstrated a 
greater ability to remove stock. Not 
only ability to remove stock, but 
ability to remove it at far higher 
filing speed. These new improve- 
ments are now available as finished 
products in the Nicholson, Black 
Diamond and McCaffrey’ Brands. 
Primary buying officials to be con- 
tacted in introducing this product are 
superintendent, foreman and master 
mechanic.—Nicholson File Company, 
Providence, Rhode Island. MILL 
SUPPLIES, January, 1936. 


Rotary Geared Pumps 





2 Rotary geared pumps_ with 
helical gears, known as Num- 
bers 1S, 2S and 3S, have been added 
to this manufacturer’s line of pumps. 
With helical gears, manufacturer 
claims pumps have higher speeds and 
makes them available for direct drive 
for ordinary motor speeds. Pumps 
also have renewable bronze bearings, 
providing for easy replacement. 
Pumps run in either direction; dis- 


charge is on side of pump toward 
which top of pulley rotates. They 
will also raise oil on suction side a 
distance of 25 to 35 feet with tight 
piping and at speeds above 1,000 
r.p.m. In pumping water grease 
cups can be applied to pump bearings 
and lengthen life of pump. Pumps 
can also be furnished with relief 
valve which acts as an emergency 
safety valve. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent, foreman, chief 
engineer and master mechanic. — 
Brown and Sharpe Manufacturing 
Company, Providence, Rhode Island. 
MILL SUPPLIES, January, 1936. 


Straight Air Nozzle 





A straight air nozzle of the same 

valve construction as used in 
angle pattern nozzle, with brass 
handle, has straight body without 
screwed-in tip and hose end for 
either § or }-inch hose. This is cast 
integral with body, making separate 
air hose nipples unnecessary. Nozzle 
is particularly adapted for use when 
suspended over machine from over- 
head air lines. Primary buying 
officials to be contacted in introducing 
this product are purchasing agent, 
superintendent and chief engineer.— 
H. B. Sherman Manufacturing Com- 
pany, Battle Creek, Michigan. MILL 
SUPPLIES, January, 1936. 


Steel Sling Chain 


4 Herc-Alloy steel chain is offered 
in standard sling and _ other 
styles in running lengths and to in- 
dividual specifications. All fittings, 
such as hooks, end links, center links 
and joining links are made of Herc- 
Alloy steel, containing a percentage 
of nickel and molybdenum, and heat- 
treated. Links are Inswell electric 
welded. Chain is made with short 
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narrow links, reducing to a mini- 
mum danger of bending or gouging, 
when used around shop corners, ac- 
cording to manufacturer. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, maintenance superintendent, 
chief engineer and master mechanic. 
—Columbus McKinnon Chain Cor- 
poration, Tonawanda, New York. 
MILL SUPPLIES, January, 1936. 


Oil-Resisting 
Pneumatic Hose 





5 An air hose, designed especially 
to overcome deteriorating effects 
of hot oil from air compressors, has 
been announced. Tube is made from 
a compound similar to that used in 
oil conducting hose and can_ be 
saturated with oil for long periods 
of time without affecting its service- 
ability, according to manufacturer. 
In addition, hose has great resistance 
to heat, high pressures, abrasion, 
cutting effect of sharp rock and ex- 
posure to sun and weather. Plies of 
hose are constructed from a specially 
twisted cord thoroughly impregnated 
with a new tenacious rubber com- 
pound. Primary buying officials to 
be contacted in introducing — this 
product are plant manager, purchas 
ing agent, superintendent, 
nance superintendent and 
—The Republic Rubber 

Youngstown, Ohio. 

PLIES, January, 1936. 


mainte- 
foreman. 
Company, 
MILL SUP- 


Worm Gear Reducers 


Announcement is made of a new 
line of cut-tooth worm gear 
speed reducers available in a wide 
range of ratios and capacities, with 
single or double reduction, and in 
horizontal and vertical types; all 
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CHICAGO RAWHIDE 


HAMMERS 
MALLETS 





Hammer 
You’d Buy... 


the 
Hammer you'll SELL 


The hammer you'd buy yourself, for your own 


use is the hammer to sell your customers. 
Comparison ends all question for “Chicago 
Rawhide” Hammers have all of these important 
features: 
head, self-aligning faces, the balance and handi- 
ness of a fine tool—the punch of a sledge, the 
accuracy of a hammer and the non-marring re- 
siliency of compressed tough rawhide. Con- 
venient sizes for all work. 


JAVA Years of experience have proven 

the superiority of replaceable, 
WATER inserted faces of these hammers 
BUFFALO made from the center portion of 


Java Water Buffalo Hides rolled and treated for 
© months. You would know that they will out- 
last inserts made of any domestic 
leather because of their compact 
fibre and close-grained structure. 
Only this type of hide stock and 
Processing produces the compact 
fibred tough resiliency which will 
strike effective blows without mar- 
ring or battering tools or machines. 


The NEW _ Here is a well 
MACHINE tried tool with 
MAUL n ; unlimited 

new market— 
the “Chicago Rawhide” Maul. 
It is preferred as a machine 
hammer, for setting up dies, 
ete. It is preferred for its 
balance and power, preferred 
because no matter how 
grasped it presents a proper, 
true hitting, striking sur- 
face. The standard tool for 
use with cutting dies. 












Mallets 
for Light 
Duty 


for lighter service “Chi- 

cago Rawhide” Mallets 
have no equal. Heads of 
solid Rawhide tightly rolled, 
compressed, treated and steel 
riveted. Selected hickory 
handles will give long ac- 
curate service. (11 sizes). 
Write for Catalog Sheet and Circulars 

for Mailing. 


CHICAGO RAWHIDE MFG. CO. 


1290 Elston Avenue 
Chicago 


Branches 
New York Pittsburgh 
Cleveland 
Detroit 
St. Louis 


Boston 
Philadelphia 
Cincinnati 
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A smooth malleable iron single piece | 














4 


with 
roller bearings and automatic lubri- 


provided precision tapered 
cation within dust-proof gray 
housings. Output shaft with 
chilled phosphor bronze worm wheel 
chn be located above or below worm 
shaft, which is made of low-carbon 
alloy-steel forging, carburized and 
heat-treated after worm threads have 
been cut thereon. A _ feature of 
double-reduction reducer 
attachment of primary reduction unit 


| to the side of final-reduction housing. 
















Shown above is single-reduction worm 
gear reducer, with horizontal output 
shaft above worm shaft. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superin- 
tendent, maintenance superintendent, 
chief engineer and master mechanic. 
Link-Belt Company, 307 North 
Michigan Avenue, Chicago. MILL 
SUPPLIES, January, 1936. 





Endless Woven Belts 





Endless woven belts, made in 

any width and in circumferences 
from 12 inches up to 14 feet, are 
announced. Manufacturer claims that 
due to special treatment, belts are 
preserved from oil moisture and heat, 
stretch is eliminated and a good 
friction surface is formed which pre- 
vents slippage and adds to life of 
belt. Belts may be coated with ab- 
rasives and used for polishing auto- 
mobile bodies, silverware, stainless 
steel sheets, shovels, and so forth. 


Primary buying officials to be con- | 


tacted in introducing this product are 
purchasing agent, maintenance super- 
intendent and master mechanic. — 
Globe Woven Belting Company, In- 


corporated, Buffalo, New York. MILL | 


SUPPLIES, January, 1936. 
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STARRETT 
TOOLS 
have his O. K. 


You don't have to sell Starrett Tools to 
the men who use tools—they're already 
sold right up to the hilt. In fact, the 
strong preference for Starrett Tools 
among expert tool users is the chief 
reason why most shops standardize on 
Starretts—and why it pays to stock 
Starrett Tools, Dial Indicators and Hack- 


saws. 


Have you copies of Starrett Catalog 25 
"EG" and the Special Dial Indicator 





Catalog? 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS., U. &. A. 















Sta 


Tools 





6606 
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“We Can Trace Orders 
to these fine Folders 





ICTURED here is an array of the new 

Folders which Jenkins produced during 
the past year to help distributors get more 
business. Colorful, good-looking, and giv- 
ing the kind of information valve users 
want, these Folders do a real job for the 
salesmen who put them to work among 
their customers. 





-SAY JENKINS’ DISTRIBUTORS 


JEN 

















Many distributors report that actual orders 
can be traced directly to these printed sales 
helps. If you have missed any of them, or 
if your supply is exhausted, it will pay you 
to write us. New Folders on other Jenkins 
Valves are planned for 1936. 

JENKINS BROS., 80 White St., N. Y.; 510 Main St., Bridgeport, Conn.; 


524 Atlantic Avenue, Boston, Mass.; 133 N. Seventh St., Philadelphia, Pa.; 
822 Washington Blvd., Chicago; JENKINS BROS., Ltd., Montreal; London 


Jenkins Valves 


BRONZE — IRON — STEEL 


SINCE 1864 
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SIGNAL 


Drilts_ 


QUALITY AT 
UNEQUALLED 
PRICES 


In being outright values 
SIGNAL Standard Duty Drills 
are unequalled. They’re in a 
class by themselves. And, to 
produce these drills at remark- 
ably low prices, material, work- 
manship and size were not 
sacrificed. They “can take it” 
with power to spare on steady 
production and for occasional 
work they are always depend- 
able. Guaranteed and backed 
by a well rated firm. Write 
for interesting discount in- 
formation and specifications. 


This Display Stand 


furnished free to distributors 
with initial order—will accom- 
modate one 4 inch and two 
4 inch drills 
— made of 
wood finished 
in dark green 
—314” high 
and 19” wide 
—an attrac- 
tive display 
fixture that 
really “shows 
off” drills. 


Order now. 














SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 


OFFICES IN PRINCIPAL CITIES 
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| announced, 


Shop Spotlight 








An adjustable’ shop spotlight 
for office and factory, recently 
has special die cast 
flanges making it possible to swing 


| arms in all directions, yet keeping a 
| constant pressure to hold light in any 


| furnished. 


position. It is*' made in three types, 
one for mounting on walls and other 
upright surfaces, one type for fasten- 
ing to bench and one for either small 
or large presses, which can be swung 
in both horizontal or vertical planes, 
making it possible to place light 
around corners where either wall or 
bench models would not reach. Units 
are furnished with cord and plug, 
arms and base finished in light grey 
with dark green shade. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, superin- 
tendent, maintenance superintendent, 
foreman, chief engineer and master 
mechanic. — Chicago Die Casting 
Manufacturing Company, 2512 West 
Monroe Street, Chicago. MILL SUP- 
PLIES, January, 1936. 


Cap Nuts 





9 COLD-FORGED cap nuts are 
tapped true to size within 
close limits and _ holes’ counter- 
sunk before tapping. Base of nut is 
faced off and corners chamfered 
which, manufacturer states, permits 
nut to seat perfectly flush and at the 
same time prevent marring when 
used on highly finished surfaces. 
Nuts are finished in natural brass, 
but plated finishes such as _ nickel 
plated, cadimum plated, chromium 
plated and copper plated, blue oxi- 
dized or electro-galvanized can be 
Primary buying officials 
to be contacted in introducing’ this 
product are plant manager, purchas- 
ing agent, superintendent and chief 


engineer. — Parker-Kalon Corpora- 
tion, 200 Varick Street, New York 
City. MILL SUPPLIES, January, 


1936. 
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Trench Brace 






4 Acme Threads 
per 


2° Brace} 2% 


l A trench brace built of steel 
drop forgings instead of mal- 
leable iron socket and butt ends, 


kngwn as “Simplex Trench Brace” is 
announced. Manufacturer states that 
by reason of drop forged parts, 
brace is indestructible and can be 
used many times in bracing trenches 
and excavations. Ball and_ socket 
joints at each end permit quick ad- 
justment and tight gripping at all 
angles. Brace can be adapted to any 
width of trench by changing length 
of pipe used. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, main- 
tenance superintendent, foreman, 
chief engineer and master mechanic. 
— Templeton, Kenly and Company, 
1020 South Central Avenue, Chicago. 
MILL SUPPLIES, January, 1936. 


Pillow Block 





l l An improved roller bearing 

pillow block, Type SA, used 
in conjunction with SKF spherical 
roller bearing, is announced. Unit has 
split construction and is designed 
with cross and transverse ribbing 
which manufacturer states assures 
maximum strength, and minimum 
weight. Large felt sealing rings are 
used to seal bearings and when dirt 
conditions are extremely severe, fling- 
ers can be used. To install, lower 
half of pillow block is set in place 
and bolted, bearing mounted on shaft 
and properly located. Upper half is 
then bolted on. Primary buying 
officials to be contacted in introducing 
this product are purchasing agent, 
superintendent, maintenance super- 
intendent, chief engineer and master 
mechanic.—SKF Industries, Incorpo- 
rated, Philadelphia. MILL SUP- 
PLIES, January, 1936. 











A SENSATIONAL SUCCESS! 











Industry swamped us with orders! 





ANNOUNCED only a few months ago Now we are “caught-up”™ and ready 

the new Parker-Kalon Cold-forged ALL THESE ADVANTAGES to supply the demand. So, for the 

Cap Nut is already a sensational Stronger! first time since it was introduced, 

success! Even we didn’t believe that Uniform Shape! we recommend that you get into 

a seemingly unimportant product — nae" action on the new Cold-forged Cap 

it A Pleasing Design! : , ; 

like a Cap Nut, no matter how su- x Nut. Show your customers its su- 
. . Faced Bottom! -_ ‘ 

perior, could win such an acceptance periority over the common milled- 

° a , “7: re ¥ ops! : . 

“overnight”. The first mailing of Chamfered Corners! from-the-bar product and you'll get 

samples and prices to distributors Accurately Tapped! the business. 

and users brought a flood of ORDERS Smooth Finish a 

that swamped us. In spite of over- that saves buffing! 

time operations we couldn't make YET SOLD COMPETITIVELY PARKER-KALON CORPORATION 

them fast enough. 192 Varick Street New York 











PARKER-KALON GZ. forged CAP NUTS 


PATENT PENDING ON MANUFACTURING PROCESS 
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*¢* Turnover 


“A mill supply salesman can't af- 
ford to talk himself hoarse on a 
a well known 
distributor told us. “The Bond 
Truck Caster easy, 
frequent 


slow moving line, 


has an 
Bond 


neered in making the truck caster 


Line 
turnover. pio- 
reliable server of 
I think that’s one of the 
reasons so many of my customers 
specify Bond.” 


a scientifically 
industry. 


23-A Series 
(Patented) 


r- . _ 





“BOND FOUNDRY & MACHINE COMPANY 


LANC. cOo., PENNA. 
N.Y. C. OFFICE: 30 CHURCH ST 


MANHEIM, 
PHILA. OFFICE: 617 ARCH ST 





is regular” 


TRUCK CASTERS. 











Centrifugal Pumps 

Deep Well Turbines 

Shallow Well Water Systems 
Deep Well Water Systems 
Hand Pumps and Cylinders 
Mine Pumps—Rotary Pumps 
Pumps for Special Purposes 


You can secure practically your entire 


pump line from a single source of supply. 


Write for complete catalog. 


The 


Est. 1880 





Centrifugal Pumps 





Water Systems 


With our exceptionally complete line of 


Co. 


Salem, Ohio 











Marine Valve 





1] The “W.E.W.” valve, which 

is of the regrinding type, is 
heavily made in two sizes, extra 
heavy for 250 pounds working steam 
pressure and double extra heavy for 
300 pounds working steam pressure. 
This is a marine valve and uses Class 
B bronze, giving tensile strength of 
3200 pounds and elongation of 15%. 
Valve can be made in cast iron and 
cast steel, in addition to bronze. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent, maintenance super- 
intendent, chief engineer and master 
mechanic.—William E. Williams Valve 
Corporation, 62 Front Street, New 
York City. MILL SUPPLIES, Janu- 
ary, 1936. 


Copper Tubing Cutter 





1 A tube cutter with rollers for 

copper, brass and lead tubing 
is recommended for use by plumbers, 
refrigerator repair men and auto- 
mobile mechanics. Manufacturer 
states that rollers reduce friction to 
extent that tubing is not marred or 
torn during cutting operations. 
Ground wheels of latest type are 
furnished in three sizes, capacity 
range from 34 to 24 inches outside 
diameter. Primary buying officials to 
be contacted in introducing this prod- 
uct are superintendent, maintenance 
superintendent, foreman and _ chief 
engineer.—The Nye Tool and Ma- 
chine Works, 4120 Fullerton Avenue, 
Chicago. MILL SUPPLIES, January, 
1936. 


Tensile Strength Tester 


1 A Universal tensile strength 
tester designed in conformity 
with standard -specifications for 


determining simultaneously _ tensile 
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FAVORITES 






















Pat. Appl'd | 





Patented Fie. 1234 Fis. 1249 Fig. 1267 Patented 
. come o 18. “S- “Hall Il” with 
Fig. 300—‘“Pioneer,” the “Hall ” « - SEROwers We Fi 100—“Hal ” 
s . owell Hallowell Ss Wood ig. allowell 
original Steel Shaft Hanger; Steel Stool Steel Stool — Foot - see Steel Shaft Collars com 


revolutionized shaft hangers; bine unbreakability and ma 


only steel hanger with inte- The “Hallowell” Steel Stools and Chairs have become most popular chine finish with low price 
gral feet. Millions in use because being welded throughout they never get rickety and wobbly as that’s the secret of their 
the world over. riveted stools and chairs do—Get our bulletin Form 477. world-wide popularity 














U.S. & Foreign 


Pats. Pending 


Fig. 1434 — Knurled 
“Unbrako” Socket 
Head Cap Screw 

All mechanics use their 
fingers driving Screws 

















Fig. 232—‘“Unbrako“ 
Hollow Set Screws 
stand up under punish- 
ment that wrecks other Pat ae 
screws. Made of alloy at'd and Pat's Pend’g 
steel, heat treated: 
therefore, tough yet 

































hard, so points don't + Knurls gear fingers to 
~~~ jgiaupglaaaelcacaa Fig. 732—“Hallowell” Steel Work Bench, ~~~ oe pee ee 
round. serviceable, outlasts wood; carried in stock . at yi faster i “paver ae 

for immediate shipment; inexpensive, _fire- ‘ Pliers bite the Knurled 


proof. 1368 different sizes of ‘Hallowell 
Steel Work Benches and Tables made Full 
line of “Hallowell” Steel Bench Drawers— 
fireproof. 


‘Unbrako.”’ but slip on 
Smooth-Heads 
Ask how we lock the 
Knurled “ Unbrako 
when countersunk—it's 
ae unique, 

Costs no more. 
Manufactured only 























Pat. Applied For 


Fig. 1041—“Hallowell’” Steel Bench Drawer for Steel Pat. Applied For 
Fig. 752—‘Hallowell” Steel Floor Top Work-Benches and Tables. Fig. 754—“Hallowell” Steel Floor 
Truck, tilting type: chassis a welded Without a Drawer the Bench is soon littered with tools Truck, non-tilting = type strong 
unit of steel; nothing to work loose and looks a mess and the first thing you know tools smooth One-pLlece top Won't 
and repair, so cost of maintenance will be missing, time will be wasted, jobs delayed and splinter: no nail heads or serews to 
practically nil. profits reduced tear and serateh 











STANDARD PRESSED STEEL CO. 


BRANCHES BRANCHES 








poccatod JENKINTOWN, PENNA. ye ritlsco 
DETROIT BOX 519 sT.LouIs 
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RIGHT THROUGH 


ANY 


A RIGDID Pipe Cut- 
ter rolling right through 
any pipe. A No. | and 
2, capacity 4%” to 2”’. 





This is the thin super- 
steel wheel blade that 
does several times as 
much work as old-style 
cutter wheels 


And that's a RIZRID 
Vise holding the pipe 


with no-mar jaws. 


In A perfect circle, its alignment 
true, its powerful steel-reinforced hous- 
ing holding it true, this PRIGE0D Cut- 
ter rolls through any pipe in a few easy 
turns — and leaves practically no burr. 


But the secret of its unusual per- 
formance lies in its distinctive wheel 
blade. Coined out of sheet tool steel, 
hammered to shape, heat-treated and 
then fitted with cast-in reinforced hub, 
this thin blue blade provides the cutting 
stamina that means far more cuts per 
blade —- with economy and extra use- 
satisfaction to the user. 


Those who try FRITZ Cutters 
quickly see the difference .. . and 
those who sell them see the difference 
just as quickly. You, too, should be 
cashing in on their unusual features. 


THE RIDGE TOOL CO. 
ELYRIA, OHIO, U.S. A. 


RikgiIib 
PIPE TOOLS 


90 


PiPre! 





| speeds. 


il 


| finishing all 





strength and elongation of wire, 


| cordage, rubber, paper and other flat 


materials, has been announced. It is 


| furnished with clamps, which are ad- 


justable to various clamp distances 
with automatic stops and pulling 
Lower or 24-inch radius 
quadrant scale has double graduation 
for load, one graduation covering 
maximum capacity desired, while 
other has optional range from + to 4 
maximum to provide finer readings 
for materials of low tensile strength. 
Upper quadrant scale shows magni- 
fied readings for elongation. A ver- 
tical elongation scale, graduated in 
inches, is furnished for rubber. 
Automatic operation is produced by 
a 4th hp. constant speed motor which 
is installed in steel cabinet. Cabinet 
affords facilities for storing tools, 
clamps, specimens, and so _ forth. 
Primary buying official to be con- 
tacted in introducing this product is 
chemical engineer.—Amthor Testing 
Instrument Company, Incorporated, 
10 Leo Place, Brooklyn, New York. 
MILL SUPPLIES, January, 1936. 


Automatic Turn Table 











{ 








An automatic turn table for 
* use in spray booth for 
types of industrial 
products is announced. When article 
is placed on table it can be revolved 
in front of operator by pressing foot 
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pedal controlling either air or elec- 
tric motor. Diameter of revolving 
disc on standard table is 16 inches, 
while height is 24 feet. Standard air 
motor type has air pressure gauge 
and air regulator to control speed of 
motor, and a turn of regulator ac- 
celerates or retards revolutions of 
turn table. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent and chief 
engineer. — Binks Manufacturing 
Company, 3114 Carroll Avenue, Chi- 
cago. MILL SUPPLIES, January, 
1936. 


Steel Trench Brace 


"ANCHOR" ADJUSTABLE TRENCH BRACE COMPLETE 








- R - . > 


l 6 “Anchor” improved _ steel 
*« trench brace has ball and 
socket ends that are stronger and 
heavier than before, with high car- 
bon, annealed, welded steel tubing in 
the middle. This tubing has a tensile 
strength of 95,000 pounds per square 
inch, which is 37 per cent stronger 
than ordinary steel pipe, according 
to manufacturer. It is nearly twice 
as stiff and rigid as ordinary pipe 
and resists bending or buckling to a 
greater extent. Ball and_ socket 
joints at both ends adjust themselves 
to any angle, giving a straight thrust 
on cross brace and gripping tightly. 
Lugs on face of each socket butt hold 
it fast. Lever nut provides quick ad- 
justment, and three-way nut can 
be furnished when requested. Pri- 
mary buying officials to be contacted 
in introducing this product are pur- 
chasing agent and superintendent.— 
Edelblute Manufacturing Company, 
Reynoldsville, Pennsylvania. MILL 
SUPPLIES, January, 1936. 


Fire Extinguisher 


l Arctic anti-freeze fire ex- 

« tinguisher recently placed on 
the market utilizes latest development 
of a carbon dioxide expelling cylinder, 
and a novel method of controlling gas 
which expels anti-freeze liquid, ac- 
cording to manufacturer. Rate of 
discharge from expelling cylinder is 
regulated automatically. When pres- 
sure is high, outlet is small, and when 
pressure is low, orifice is large. 
When extinguisher is inverted and 
bumped, carbon dioxide gas is re- 
leased from steel cylinder and expels 
liquid. Shell and dome of extin- 
guisher are drawn from one sheet of 
metal without side or dome seams. 
Unit does not freeze at temperatures 
as low as 40 deg. F. below zero. The 
self expelling feature, in contrast to 
hand pump type extinguisher, makes 
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WIRE - BRISTLE - FIBRE 









































CATALOG NO 36 






































We have just completed the publishing of our new catalog. We feel it is 
much more than a catalog—trather that it is designed to act for you as a sales 
getter. And in performing that useful purpose, we know it will qualify also as a 
sales builder—that it will help you to develop new fields for profitable selling 
and will bring to your customers the enjoyment that comes from satisfactory per- 
formance of products they buy from you. 


The Milwaukee Brush “Sales Builder” Catalog is, we believe, the most com- 
plete and comprehensive industrial book of the Brush Industry, illustrating a 
wide assortment and well diversified line presented in such a way that item for 
item, page for page, it is very useful. 

The market for INDUSTRIAL BRUSHES AND BROOMS is so broad that 
in order to save your time and to make special selection easier, careful attention 
has been given to grouping items for specific industries. 

MILWAUKEE INDUSTRIAL BRUSHES offer you real sales opportunities. 
Our many years of specialization in the manufacture of high quality Brushes 
for a wide diversification of industrial use enable you to stand behind their sale 
with confidence. 


We hope our new catalog will be the means of helping you to sell more 
Brushes—and to enlarge your circle of customers. Ask for your copy now. 


ED Sticke 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE INDUSTRIAL BRUSHES 
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OUR 
NEW YEAR’S MESSAGE 
FOR DISTRIBUTORS 


With the better understanding and closer co-operation between 

distributors and manufacturers of mill supplies, success will be 

assured. 

— For more than thirty-five years, THE AMERICAN om 
\ \ SWISS FILE & TOOL CO. have specialized in the 
manufacture of Swiss Pattern Files, which are the 
only type of files that we manufacture and hence de- 


vote our entire time. energy and skill to this high 
grade of file. 
















Our 100% distributor sales policy behind them 
is an added assurance to distributors that they 
have a profitable line, with repeat orders from 

satisfied users. 


pe 





SwisS 
Precision Files 


American Swiss File & Tool Co., E1:zaBetn, N. J. 
ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 




















1936........ 


our sixty-eighth year of business. 
During our long career we have made 
a good many friends—both users 
and jobbers of belting—who have 
come to us regularly for their re- 
quirements. 


Our ability to hold these friendships, 
year after year, is a fitting tribute 
to the unusually high quality of 
Schieren Products and Service. 


If you are not at present handling 
the Schieren Line, we cordially in- 
vite you to join us in this sixty- 
eighth year of service. We shall be 
glad to send you full details of our 
distributor proposition without obli- 
gation. 





AUKB 
(BELTING 


SCHIEREN 
BELTING 


and , ; 
Specialties 
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unit a more efficient device, as the 
operator can move around more freely 
and his attention not distracted by 
pumping. Primary buying officials to 


| be contacted in introducing this prod- 





uct are plant manager, purchasing 


agent, and superintendent.—Ameri- 
can-LaFrance and Foamite Indus- 
tries, Incorporated, Elmira, New 
York. MILL SUPPLIES, January, 
1936. 


Foundry Flask 





l Four outstanding features of 

this featherweight foundry 
flask, according to manufacturer, are 
light weight, strengthened corner 
construction, especially designed pin 
pad and production increasing sand 
strip. It is made of magnesium 
alloy, which is 30% lighter than alu- 
minum. Corner design of riveted 
construction with ribbed construction 
of side walls gives added strength 
with no welding or pouring of corn- 
ers. Pin pad permits use of any 
standard pin and flask is easily 
adaptable to pins in use by individual 
foundries, according to manufacturer. 
Cadmium-plated sand strip design 
enables maximum taper. It protrudes 
an equal distance completely around 
flask providing firm support for sand 
in cope. Primary buying officials to 
be contacted in introducing _ this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent, foreman, chief 
engineer, master mechanic and safety 
engineer. — The American Foundry 
Equipment Company, Mishawaka, 
Indiana. MILL SUPPLIES, January, 
1936. 
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Nee IS crour DRIVE 


EQUIPMENT 


Hangers, Journal Boxes, Pillow Blocks, Pulleys, 
Couplings, Collars — and many other items not 
shown on this page make up the time-tested, 
widely accepted line of Wood's Power Transmis- 
sion Equipment. 














Regardless of whether your requirements are for 
light, heavy or medium service, there's a particular 
Wood's item to just ‘‘fill the bill’—and all Wood's 
Products are QUALITY PRODUCTS backed by 


nearly 80 years’ experience. 





Why not send for literature on the particular items 
in which you are interested — or, if you prefer, 
send for complete 340 page Catalog. 





Note: There’s some good territory 
open to wide-awake Distributors 





WOOD'S PRODUCTS 


Shafting, Hangers, Collars, Pulleys, 
Friction Clutches, Ball Bearings, Flex- 
ible Couplings, Rope Sheaves, Pillow 
Blocks, Belt Contractors, ‘'V"’ Belts, 
“V" Belt Sheaves and complete ‘"V" 
Belt Drives. 











Nearly 80 Years’ Experience 


Le a Lele) SE fo) com 





CHAMBERSBURG, PA. 
59 Church St., New York City 387-391 Atlantic Ave.,Boston 
MEMBER: The Mechanical Power Engineering Associstes 
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NOW is the 
time to sell . . . 


IMPERIAL 
PAINT SPRAY 
EQUIPMENT 

























































The line preferred by 
users for— 


* perfect balance 
* ease of cleaning 
¢ handiness of operation 


Increased industrial activity has created 
excellent opportunities in the paint spray 
equipment field today. And the complete, 
up-to-the-minute Imperial line provides a 
most effective means of developing this 
business. 

Imperial paint spray equipment is noted 
for its simplicity of design and handiness 
of operation. Users particularly appreciate 
the ease with which these guns can be 
taken apart for cleaning, their perfect bal- 
ance, and their easy, natural, two-finger 
grip 

There are portable and stationary spray 
outfits of all sizes and types in the Imperial 
line. Full information on how paint spray 
equipment can be utilized to build very 
profitable business now will be gladly sent 


ALLIED IMPERIAL PRODUCTS 


Brass Fittings Flexible Tubing 
Welding Equipment Tube Cutters 
Welding Rod Flaring Tools 
Air Nozzles Sette Faucets 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 
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‘essary budget. 





Let’s Put Our $80,000 
Investment to Work 
(Continued from page 31) 





DISTRIBUTORS 


Annual Sales to 
Distributors 


A Under $50,000 


Subscription 


$25.00 per year 
B $50,000 to $100,000 
$50.00 per year 
C $100,000 to $250,000 
$75.00 per year 
D $250,000 to $500,000 
$100.00 per year 
E $500,000 to $750,000 
$150.00 per year 
F $750,000 to $1,000,000 
$200.00 per year 
G Exceeding $1,000,000 
$250.00 per year 


Although the distributors’ rate 
appears lower than the manufac- 
turer’s rate, such is not the case 
when distributors cooperate with 
the completed program. For ex- 
ample, distributors will find it ad- 
vantageous to send out advertising 
material which will cost them post- 
age, and to cooperate in arranging 
meetings wifh local purchasing 
agents, which will incur considera- 
ble expense. 

As nearly as possible the govern- 
ing committee has attempted to 
make the subscription rate equitable 
and fair and still provide the nec- 
It must be borne 
in mind that any lesser subscrip- 
tion rate would necessarily reduce 
the amount of constructive work 
that can be done. It is an old 
business adage that “You get what 
you pay for’—and it is my sincere 
belief that every member of the 
trade will get more than they pay 
for when the bulk of the industry 
“puts its shoulder to the wheel” and 
backs this program specifically de- 
signed to improve the distributors’ 
economic position. 

At the present time we have a 
great deal of valuable material pre- 
pared and ready for release which 
should be of interest to every dis- 
tributor in the mill supply trade. 
Advertising copy to appear in trade 
papers reaching consumers is ready 
for release—the first will appear in 
January. Elsewhere in this issue 
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is an advertisement which is typi- 
cal of the campaign we are run- 
ning to industrial consumers. We 
have reproduced it here so that 
every member of the industry will 
have a better appreciation of how 
their money is being spent in our 
effort to more thoroughly impress 
consumers with the advantages and 
economies of buying supply re- 
quirements from distributors. 

A hand book showing economic 
advantages possessed by distribu- 
tors, taken from the Research Bu- 
reau survey material, is ready for 
production and distribution to all 
subscribers. Other work is also 
ready. Obviously it takes money 
to produce this material and again 
I wish to emphasize that this pro- 
gram needs the support of every 
member of the three mill supply 
Associations — Southern, National 
and American—to accomplish the 
desired results. Without this sup- 
port results will inevitably fall 
short of the goal which has been 
set. 

In my contacts I have been told 
by a great many of the outstanding 
men of our trade that they look 
upon the educational and promo- 
tional activities of the ISRB as one 
of the most vital and important 
programs that this industry has 
ever undertaken, and believe that 
the work will ultimately produce 
substantial results. However, we 
must frankly admit that more 
members of the industry must get 
behind this program if it is to suc- 
ceed as it should. Do not delay! 
We cannot hope to improve our 
competitive position—and enjoy a 
greater volume of profitable busi- 
ness—unless we work for it and 
earn it. 








Valve Sales Bring Profits 
(Continued from page 23) 


_—— 








We stock up to 8-inch. I study 
each plant I contact and note par- 
ticularly any conditions that point 
to a future sale. Valves, however. 
are not adapted as a line to ela- 
borate plant surveys and tabula- 
tions. This is for the reason that 
valves have a great latitude in their 
uses. The size is more or less fixed 
for a certain place, and how to put 
it in and how it operates is a mat- 
ter of common knowledge with cer- 





Your Subscription to the ISRB Is Needed to 
Carry-on This Campaign to Industrial Buyers 


The Economical Service of Distributors Isa 
Product of America’s Industrial Efficieney 


I. Distributors are Expert Buyers 


Distributors annually buy in excess of $300,000,000 worth of tools, supplies and equipment for 
. their customers. They carefully select only the products that meet the highest tests for quality, 
durability and performance. This buying power and intimate contact with both supply manu- 
facturers and consumers keep them unusually well acquainted with product changes and 
market conditions. You can depend upon the material supplied by your local distributor . . . 
and their buying expertness to meet your requirements. 


2. Distributors Provide Quick Delivery from Stock 


Distributors having a stock of $100,000 (or more) have from 15,000 to 40,000 different items of 
tools, supplies and equipment in stock ready for immediate delivery to local consumers. This 
permits users to purchase in smaller quantities and maintain a high turn-over of invested 
capital in production and maintenance supplies. Distributors will gear their service to meet 
almost any individual consumer’s requirements on certain stocks. When consumers cooperate, 
distributors provide a most efficient stock and delivery service. 


(3. Distributors Save Consumers Money on Stock- 
Carrying Costs 


Few industrial consumers realize the waste and loss that occurs in carrying their supply stocks. 
Reliable studies made on this subject by prominent manufacturers and the U. S. Department of 
Commerce revealed that the cost of obsolescence, depreciation and overhead on supply stocks 
amounts to from 264 to 41% of the average plant inventory. This is mainly the result of rapid 
production alterations involving radica! changes in tools, supplies and equipment accessories. 
More and more industrial users are discovering that the best way to eliminate the “hidden cost”’ 
of carrying stocks is to buy from distributors in quantities needed for immediate use. The 
larger the consumer, the more important and valuable is this feature of the distributors’ service. 


4. Distributors Have Reduced the Cost of Industrial 
Supplies 


A recent survey revealed that distributors’ selling and distribution costs are considerably lower 
than direct selling costs. Because competitive conditions force all savings in production and 
distribution costs to be passed on to consumers, the prices on most tools, supplies and equipment 
handled by distributors have been materially reduced . . . directly due to the distributors’ 
economical service. Further progress in this direction is in the hands of consumers. More 
effective cooperation with distributors will provide further savings. 


Buy through industrial distributors displaying this emblem. It is your guide 
to efficient buying, standard products, improved services and honest price. 


INDUSTRIAL SUPPLY 


RESEARCH BUREAU 
RICHMOND, VIRGINIA 


This advertising campaign is be- 
ing sponsored by a nation-wide 
group of leading distributors and 


: Z Need that the services of dis- 
4 RetWity oF THE BUY FROM \) enasnenenn Sanensy eeaee 
NATIONAL SUPPLY AND > DISTRIBUTORS = Actual case studies showing how 


MACHINERY DISTRIBUTORS’ consumers have effected worth- 
ASSOCIATION while economies through a more 


FOR ECONOMY 
pp ¥ =A efficient use of the distributor's 


SOUTHERN SUPPLY AND 
MACHINERY DISTRIBUTORS’ 
ASSOCIATION 


service available upon request to 
William €. Cain, Executive Seo- 
retary, Industrial Supply Re- 
search Bureau, Richmond, Va. 


AMERICAN SUPPLY AND 
MACHINER Y MANUFACTUR- 
ERS’ ASSOCIATION 





KEEP YOUR STOCK COSTS DOWN 
USE YOUR DISTRIBUTORS’ STOCKS and SERVICES 
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The DART 


to Bronze principle 


Bronze 


is two bronze 
ball joint 
ground in. 


seats, 
properly 


A 1936 PROFIT BUILDER 


Leakproof, non-corrosive at the joint, need 


in no repacking, will outlast two ordinary 
unions. All because of the DART bronze to 


bronze ground joint principle. 
DART UNIONS with their wide seat bearing 
are easy to install and can be readily taken 


apart and made up time after time with the 


assurance of a perfect joint. 


E. M. Dart Mig. Co.. Providence. R. I. 


Sales Agents 
The Fairbanks Company, New York 
and at all branches 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 











MACHINE ! 


Modern equipment at 
moderate price! That's 
whatsells today! That's 
why sales are climb- 
ing on the No. 706 
“‘WILCO’’ Pipe 
Threading and Cut- 
ting-off Machine! 


Only ONE Die Head 
sizes of 
pitch 
of ma- 
Speed 
used 


handles all 
pipe of 
within 
chine. 
Steel 


same 
range 
High 


Dies ex- 





“CASH IN” ON THIS POPULAR 





Stocks and Dies 


OSTER-WILLIAMS 


Sales Office: 
Factories: 





g 


clusively. Design, construction, 
operation and relatively low price 
of this machine combine to make 
it an instantly recognized VALUE. 
That helps close sales quickly! 
Write for complete details today! 


@ Pipe and Bolt Machines 
Pipe Welding Jigs 


2041 East Glst Street, 
Sete, Pe., 


Cleveland, Ohio 
and Cleveland, Ohio 
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tain reservations 
above. It is not like a grinding 
wheel, for instance, where such 
records may be very tremendously 
valuable. 

Studying plants and keeping in 
your mind or in memorandum form 
certain valve situations or condi- 
tions surrounding them that may 
effect future sales, is valuable. 


as pointed out 


Handling Claims 


If a customer thinks he has a 
claim, grant it. This may be ex- 
pensive at the time, but in the long 
run it pays. At worst, it amounts 
to no more than writing off a bad 
account. We all do that occasion- 
ally, with a wry face. But how 


| much more some will squirm when 





| The freight was $62.04. 


asked by a good customer to do 
something that will cost less money 
than writing off even one small ac- 
count. 

I remember well a large mill 
that ordered $850 worth of valves. 
Shortly 
after, their engineer wrote that 
they had made a mistake and for 
certain reasons could not use them. 
It was not our fault, he admitted, 


| but would we do it any way. 


These were not stock valves, so 
I asked that they be sent direct to 
the factory, freight collect, an- 
other $62.04. I absorbed both these 
charges. What was the result? 
First, the head of the factory heard 
about it and was so pleased that a 
distributor should take this atti- 
tude that he credited me with half 
the freight. Second, I made a 
stronger friend of that customer, 
who has sent us $3,000 of business 
since the incident’ occurred. 

It would be possible to run on 
indefinitely talking about valves. 
That is because I have a liking for 
them that extends far beyond the 


half dozen parts of brass and 
bronze. In the 40 years that I 
have been selling power plant 


equipment, I have come to respect 
the valve, small as it is, as some- 
thing vital to the cperation of the 


| plant, and something very closely 


tied in with the whole family of 
steam plant specialties that are 
profitable to handle. To the steam 
power plant equipment salesman I 
think I could safely say from this 
experience: “Tell me what you 
know about valves and I can tell 
you what you know about the 
plant.” 








ThePlusValue Helps You 


ee 
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@ When you sell Bunting Bronze 
Bars or Bunting Babbitt you 
are selling a valuable service as 
well as a product of the highest 
obtainable quality. @ Show your 
customers the savings of labor, 
time and money afforded by 
Bunting Machined and Centered 
Corded and Solid Bronze Bars. 
If you haven't got it ask us for 
complete data. @ Sell them 
Bunting Babbitt and see them 
come back for more. @ Read 
Bunting advertising in all lead- 
ing publications. It is seen by 
your prospects. It is telling your 


story to your market. 


Branches and Warehouses in All Principal Cities 


BUNTIN 


BRONZE BUSHINGS - BEARINGS 
MACHINED AND CENTERED BRONZE BARS 
ANTI-FRICTION METAL 
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TELL US 


MANUFACTURERS 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





Skinner Joins Whiton 


@ Of more than passing interest 
to the tool industry is the news 
that Robert B. Skinner has re- 
signed his position as secretary- 


sales manager of the Skinner 
Chuck Company to become asso- 
ciated with Lucius E. Whiton, 
president of The D. E. Whiton 
Machine Company, New London, 
Connecticut, manufacturer of 


chucks. 

“Bob” has been in the chuck 
business ever since he left school, 
learning the trade in the factory, 
actually building the product be- 
fore taking complete charge of all 
sales promotional work. Thus he 
has come into contact with all 
phases of the manufacturing and 
distributing ends of the chuck 
business. 

Not only has he been active in 
his own business, but has found 
time to be vitally interested in as- 
sociation work. He has attended 
meetings of the American Supply 
and Machinery Manufacturers As- 
sociation for upwards of twenty 
years. 


On December 16, 17 and 18, Keystone Lubricating Company, Philadelphia, 


During this period he has 


held several important committee 
positions on both executive and 
membership boards and in 1927 
was elected president of this 
organization. 

Outside of these business ac- 
tivities, he was instrumental in 
organizing Everyman’s Bible 
Class, a non-denominational man’s 
class that was rated in the East- 
ern United States as one of the 
largest as to enrollment and at- 
tendance. Church, Y.M.C.A., Boy 
Scouts and other civic interests 
have called on him for service. 

Many of his friends for the 
first time will learn of his two 
hobbies. The winter months find 
him busy in his home workshop. 
He is an officer of the Connecticut 
Nutmeggers Homecraft Club. The 
summer months find him out in the 
open on lakes or rivers, officiating 
at outboard motor racing regattas. 
He is a past commodore of the Con- 
necticut Outboard Racing Associa- 
tion. 

Fraternally he is a Mason, Past 
Master of his lodge and a member 
of the higher masonic bodies. 

The association of Mr. Skinner 





held its Eastern Sales Convention at the Penn Athletic Club, Philadelphia. 
Those in attendance shown above, are (left to right): W. J. Robinson, O. V. 
Schauer, W. C. Ackerman, Herman J. Cass, Leo Englander, J. H. Packer, J. H. 
Yerkes, Vic Berguson, Paul Reinking, G. W. Hall, Lloyd Wilkins, Norman 


Buzby, F. D. Street, Dr. 


R. L. Martin, H. A. Buzby, L. A. Webster, F. H. 


Ennts, J. D. Kepler, W. H. Vickers, F. A. Merz, Charles Berguson and Karl 


Kologiski, Jr. 


9€ 
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R. B. SKINNER 


and Mr. Whiton brings together 
the descendants of two of the 
original chuck manufacturers. 

The chuck industry originated 
in West Stafford, Connecticut, in 
the early forties. The founders of 
nearly all the companies trace back 
either directly or indirectly to this 
first start in Stafford. 

David E. Whiton, founder of The 
D. E. Whiton Machine Company, 
was born there in 1824 and began 













































L. E. WHITON 


business there in 1856. The Whiton 
Company was incorporated in 1884 
with his son, Lucius E. Whiton, as 
an officer, and removed to New 
London, Connecticut, in 1884. He 
has been a prolific chuck inventor 
and patentee and it is probably 
true that his designs have in- 
fluenced the construction of hand 








“Go Yarway for profits in 1936 


Sell the steam trap everyone is talking about —that’s revolu- 
tionary in principle, in appearance, and in the profits it has 
put into steam trap sales. That sells more readily and stays 
sold, building repeat business through its highly satisfactory 
service. That costs less to stock and turns over more rapidly 
than any other steam trap line. 


Here is the proposition Yarway offers you: 


eTHE PRODUCT 


A trap that is a fraction of the size and weight of ordinary 
traps. That has only one moving part. That is made entirely of 
bar-stock throughout — no castings. Made in six standard sizes, 
this one trap,without change of valve or seat, is good for all 
pressures from 0 to 400 lbs., and for all load conditions. No 
need to carry a thousand and one “special” traps to eat up profits. 


eTHE PACKAGE 


Standardization, small size and light-weight also make it pos- 
sible for the first time to “package” a steam trap for modern 
merchandising. Easier to handle, display, deliver, without 
additional protection. 


e®THE INVESTMENT AND TURNOVER 


Do a $5000 business with only $350 worth of stock (occupying 
approximately 1% sq. ft. shelf space) with a turnover of better 
than once a month. Some Yarway dealers are doing even 
better than this. 


eTHE ADVERTISING 


Over a quarter million steam trap users see powerful Yarway 
advertising in leading steam papers monthly. And the response 
has been amazing. 


®eTHE SALES POLICY 


The Yarway sales policy is clear-cut, definite, business-like — 
both from the standpoint of immediate sales and of accelerated 
profit over the long pull. Highspots are: 


Selective distribution, with restrictions as to the number of 
distributors in a trading area. Freedom from competition from 
the dealers’ source of supply. Estab'ished resale prices at reason- 
able competitive level. One price to all supply houses, and that 
price one that makes the line mutually profitable for the dealer 
and the factory to promote the line aggressively. 


More than sixty leading mill supply houses have already swung 
over to Yarway. A few choice territories are still open. Write 
for details. 


YARNALL-WARING COMPANY 
Chestnut Hill, Philadelphia 


ion: When handling condensate, pressure 
dito lift Valve F is greater than reduced pres- 


As remaining condensate ap am temper- 
ature, flashing takes place, rd and pres- 
eure builds up in control chamber D, closing 5 alve F. 
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Young-Rip---The Mechanic's Saw 





Backbone of saw moves parallel to serface 


being cut. Blade 


cutting angle. 





moves at 



























































Sells on Sight 


Never before a saw like this. Cuts any metal, 
wood, or composition material any length, any 
angle, any depth. Standard hacksaw blade is 
mounted in an adjustable tension frame that 
practically prevents blades from breaking. 


Every mechanic is a prospect for Young-Rip. 
Saves time. Saves money. Pays for itself in 
blade replacement economy alone. Retail price 
$2.50. Sold only under our Profit Guaranteed 
Policy thru legitimate trade channels. 


Get the facts today. Fill out the coupon below 
Our full cooperation guaranteed to distributors 
ready to cash in on the sales opportunity of 
Young-Rip. 

The Edison Steel Works 


1635 E. 55th Street Cleveland, Ohio 


FILL OUT--MAIL TODAY 


THE EDISON STEEL WORKS 
1635 E. 55th Street, Cleveland, Ohio. 


most efficient 








Rush complete information and sales plan for 
Young-Rip. 


NAME 


ADDRESS 








HereE’s THe Way 
Ir Works Out 


A connection in the “Card Line” offers the 








dealer satisfaction to the user, protection from 


the manufacturer, cooperation by experienced 


men to keep conditions right and to interest 


new business. 


This system works in the in- 


terest of manufacturer, dealer and user. 


TAPS 


S. W. CARD MFG. CO. 


CARD 


DIES 


MANSFIELD, MASS., U. S. A. 


Division of Union Twist Drill Co. 











DEALER DISTRIBUTION SINCE 


1874 








MILL SUPPLIES @® JANUARY 1936 








operated chucks more widely than 
those of any other manufacture in 


the industry. The Horton Com- 
| pany, where Robert Skinner’s 


| grandfather was employed before 


he founded the Skinner Chuck 
Company in New Britain, was 
established in Windsor Locks by 
Eli Horton who moved there from 
Stafford on account of the water 
power. 

Mr. Skinner takes up his new 
duties as vice-president and gen- 
eral manager of The D. E. Whiton 
Machine Company which was 


| established in 1856. This company 


devotes its effort to the manufac- 
ture of chucks, centering machines, 
gear cutters, castings and steam 


| turbines. 





New Loose-Leaf Catalog 
for Ingersoll Steel 


| @ One of the features of the new 


catalog just published by Ingersoll 
Steel and Disc Company, New 
Castle, Indiana, is the loose-leaf de- 
sign, which permits either addition 
or removal of pages. The catalog, 
which contains 36 pages, covers 
shovels, spades and scoops, and is 
completely illustrated with descrip- 
tive data for each item. Price-lists 


are also included in the catalog. 


Republic Steel Moves 
Cleveland Office 


@ Announcement has been made of 
the removal of the Cleveland, Ohio, 


| district sales office of Republic Steel 


Corporation from the Union Trust 


| Building to 920 Republic Building 


on December 30. W. E. Collier 


| continues in charge of the office 
| as district sales manager. 


Belting Association 


Elects Officers 


@ At the annual meeting of the 
American Leather Belting Associa- 
tion held at the Hotel Commodore, 


| New York, on December 4, the fol- 
| lowing 
| 1936: 


officers were elected for 


Philip C. Brown, I. B. Williams 


| and Sons, Dover, New Hampshire, 
| president; Mark M. Jones, Akron 


Belting Company, New York City, 


| first vice-president; Wm. T. Bell, 
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The George F. Motter’s Sons Supply Co., important 
distributors in York, Pa., adequately handle the 
every-day needs of manufacturers of all kinds oi pro- 
ducts within their territory. Flant men rely on this 
company for a wide range of products and services 


from bolts and nuts to machinery 


The George F. Motter’s Sons Supply Co., rely in turn 
on the manufacturers of the equipment they sell to 
build a preference for these products in their cus- 


tomers’ minds. Advertising helps to do that job 






A McGRAW - HILL 
330 WEST 42nd 


MANAGEMENT 
MAINTENANCE 


PUBLICATION: 
STREET-NEW YORK 








WILLIAM S. MOTTER 
President 


SUPPLY COMPANY 
York, Penna. 


44 


DVERTISING IN FACTORY ...HELPS US... 


Mr. William S. Motter says: 


“I find it easier for our salesmen to sell well-adver- 
tised lines. Also, I find that a great many of the lines 
we handle are advertised in FACTORY. So that those 
firms who advertise in FACTORY are definitely help- 
ing us — Helping our salesmen. And we like to see 
our lines advertised in this publication which goes to 
so many of our customers and prospects — through- 


out the manufacturing industries which we serve.” 


AND 






























SELL 


oe What your | 
Count _— 


UgaA customer | 


WANTS to BUY! 


Your customer knows that 
low-cost grinding wheel dress- 
ing depends on: 


1. Speedy, efficient cutting 
2. Long cutter life 

3. The right cutter for every | 
requirement 

® Many great industrial plants specify 
VINCENT - HUNTINGTON Grinding | 
Wheel Dresser Cutters because experience 
has shown their economy. They are milled 
—not stamped—and the “Vincent Process” 
of heat treating insures long life. The 
Vincent-Huntington line is complete. Write 
for our catalog today. 


® For 26 the Vincent 
Steel Process Company has been | 
one of the foremost commercial 
heat-treating organizations in 
the country. Uniform hardening 
and tempering makes our cut- 
ters of just the right hardness 
and toughness. 


years 





Vincent “AA” 
High - Speed 
Tool Bits are 
widely used, 
profitable to 
sell. 




















The | 
VINCENT STEEL) 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 


| 
ns | 
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| F. Raniville, 
| term, and Frank H. Willard, Philip 


| lustrations, 


| eral 
| portion of the booklet is devoted 





K. H. Glanton, vice-president, Day- 
ton Rubber Manufacturing Company, 
Dayton, Ohio, just about to enter 
his office for another busy day. Mr. 
Glanton believes in keeping abreast 
of the news of the day, in addition to 
his business problems, as evidenced | 


by the newspaper in his hand. 





Page Belting Company, Concord, 
New Hampshire, second-vice-presi- 
dent; Arthur H. Rahmann, Geo. 
Rahmann and Company, New York 


| City, treasurer, and J. L. Nelson, 


New York City, secretary. 
The executive committee 


Mark M. Jones, and Wm. T. Bell, 


for the three-year term; Ernest L. | 


Baldwin, C. Li. Tolles and Frank 
for the 


C. Brown and C. Carter Bond, for 
the one-year term. 


New Distributor for 
Alexander Brothers 
@® Alexander 


Brothers, Philadel- 


phia, has announced the appoint- | 


ment of Fifer and Beatty of Phila- 
delphia, as distributor of Alexander 


Brothers’ products in that territory. | 


Robbins and Myers 
Issues New Catalog 


@ A new catalog on Robbins and | 


Myers electric hoists has been is- 
sued by Robbins and Myers, In- 
corporated, Springfield, Ohio. This 
is a 32-page booklet containing il- 
clearance dimensions, 
specifications of each type and gen- 
information. In addition, a 


to photographs showing typical in- 
stallations in various types of in- 


dustries. 
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Make Sales by 


Proving Economies! 


Industrial executives 
will spend money when 
they are sure of 
adequate returns 


Introduce the ‘‘Power King’ and 
the ‘Power Boy” to such execu- 
tives! The amazing speed, power, 
_ and reliability of operation possi- 
| ble with these car movers will make 

sales for you. And remember — 

our distributor policy makes the 

sale of car siding tools pay you 
| profits. Write for details on: 





The Power King 


The Power Boy 


Badger Car Movers 


for | 
| 1936 consists of: J. Edgar Rhoads, 


New Badger Car Movers 


Advance Safety Car Wrenches 


Every plant that has a siding is a 
logical prospect for the above line. 















POWER KING 
| for heaviest loads 


POWER BOY 


for average loads 











The ADVANCE CAR 
MOVER CO., Inc. 


Appleton, Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 
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Worthington Cooperates 
With FHA 


@ A term-payment purchase plan 


recently developed by Worthington | 
Pump and Machinery Corporation, | 
Harrison, New Jersey, to enable | 
purchasers of its products to take | 
advantage of the provisions of the 


National Housing Act, is fully ex- 


plained in a recent bulletin issued | 


by Worthington. 
The plan enables purchasers with 


satisfactory credit standing to take | 


advantage of the provisions of the 
National Housing Act recently 
amended for industry, extended to 
April 1, 1936. Purchases may be 
made up to $50,000, payments easily 
arranged with low rates applying. 


Mingle to Represent Medart 
in Indianapolis 


@ J. G. Mingle has become asso- 
ciated with the Medart Company, 
power transmission manufacturers 
of St. Louis, Missouri, as district 


representative, with headquarters | 
in Indianapolis, Indiana. Mr. Min- | 


gle has had fifteen years of trans- 
mission experience. 


MacArthur Joins 
Eclipse Company 


® J. E. MacArthur was appointed 


assistant general manager, in 


charge of national sales and service, 
by The Eclipse Counterbore Com- 
pany, Detroit, on December 1, 1935. 

Prior to joining Eclipse, Mr. 
MacArthur was with Brown and 
Sharpe Manufacturing Company, 
Pierce Arrow Motor Corporation, 
General Motors of Canada, Limited, 
and recently Kearney and Trecker 





Al York, center, of Watson-Stillman 


} 
| 


| 








This Hess agews Mddsedsed lo Lankenhermes 
Dishubulers and Shei Salesmen. 





Lunkenheimer Distributors 


are in Select Company 


As a distributor, you carry a mark of distinction 
by holding the Lunkenheimer franchise. It is a fran- 
chise eagerly sought for, but granted only to the 
highest types of distributor organizations. 


Such is the prestige and business value of the 
Lunkenheimer line that many distributors make it 
their leading line. Others have actually built their 
business around it—using it as a foundation. 


Buyers, on the other hand, look upon distribu- 
tors who sell Lunkenheimer products as consistently 
dependable and progressive organizations whose first 
aim is to serve well. 


Naturally, we take pride in the fact that our 
distributors and their salesmen so ably and effectively 
reflect the Lunkenheimer ideal of not only furnish- 
ing dependable products of the highest quality, but of 
backing them up with four-square customer service. 


The Lunkenheimer franchise constitutes a foun- 
dation for business which grows stronger and more 
valuable with each passing year. It is a foundation 
on which you can build with confidence, enthusiasm 
and profit. 


This message gives us the pleasurable opportunity to extend to all 
our distributors and their personnel our sincere wishes for a happy 


and prosperous 1936. 


HE LUNKENHEIMER Oo 


—~s"QUALITY == 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT. 318.322 HUDSON ST, NEW YOR* 











Company, Roseile, New Jersey, ox- MAM MOLAR MON) RMR LS tits 


Company, Roselle, New Jersey, ex- 
jors the merits of a new general USC qq 
hydraulic press. 9-21A-14 
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SAFE to USE— 
SAFE to SELL! 


@ Users everywhere 
recognize the Fitler 
diamond trademark as 
a symbol of safety and 
quality in rope. 
®Fitler distributors | 
know they are han- 
dling a product which 
has been giving de- 
pendable service since 
1804. 

@ Fitler trade-marked 
rope thus means profitable busi- 
ness because distributors can 
confident of satisfied customers. 


be 


@ Full details on Fitler product 


and our attractive distributor's proposi- 
tion will be gladly supplied upon request. 


THE EDWIN H. FITLER CO. 


Established 1804 
Philadelphia 


Philadelphia Cordage Works 
Main Office, Factory, and Warehouse 


@ Branches: New York—55 Vandam St.; Chicago—222 West 
Kinzie St.; New Orleans—628 S. Peters Sc.; Houston—1201 


Commerce St. 








Quality Rope for 
all Requirements 


Manila Rope 

Bolt Rope 
Hoisting Rope 
Transmission Rope 
Yacht Rope 
Towing Lines 





Drilling Cables 
for 
Oil Well, Water 
Well and Blast 


Hole Drilling 





Drilling Crackers 
Bull Ropes 
Spinning Lines 
Sand Lines 
Tarred Hemp 
Cordage 
Marline 
Sisal Rope 








Wake . ‘ 


FILER. | 















KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 
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. . . because easy to 
install and operate 


Mill supply houses that handle 
Kennedy Valves and Pipe Fittings 
find that these products make 
friends quickly and permanently. 
Kennedy Valves and Pipe Fittings 
are not only attractive in appear- 
ance, design and finish, but what 
is even more important, they can 
always be depended upon to serve 
long and faithfully. Warehouses 
in principal industrial centers 
served by the two large Kennedy 
plants maintain large stocks of all 
standard types and sizes. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 
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John F. Hazen, familiarly known as 
“Uncle Hazen”, wire products sales 
manager of Bethlehem Steel Com- 


pany, Bethlehem, Pennsylvania. 
“Uncle Hazen” is inclined to under- 
estimate his ability at golf and other 
hobbies and is good at building up 
disappointments among his friends 
who take him on. 





Milling Machine Corporation, Mil- 
waukee, Wisconsin. 

Local and Michigan sales will be 
in charge of A. Subia, who has 
been with the company for several 
years. 


Starrett Company Acquires 
“Last Word” Indicator 
Business 


@® The L. S. Starrett Company, 
Athol, Massachusetts, recently ac- 
quired the business of the Henry 
A. Lowe Company of Cleveland, 
Ohio, manufacturers of the line of 
“Last Word” indicators. All of 
the equipment for the manufac- 
ture of these instruments has been 
moved to the Starrett works in 
Athol. The acquisition of the “Last 
Word” indicators helps to round 
out the broad line of Starrett dial 
indicators now on the market. 


Jeffrey Issues 
New General Catalog 


@ Catalog 417 (400 pages) recently 
issued by Jeffrey Manufacturing 
Company, Columbus, Ohio, covers 
chains, sprockets, transmission ma- 
chinery, spiral conveyor, elevator 
and conveyor parts, along with all 
other Jeffrey materials handling 
equipment parts. The catalog also 
gives specifications and list prices, 
presents pictorially line of mate- 
rials handling equipment, en- 
gineered, manufactured are erected 
by the Jeffrey company. 
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Walther New Secretary of 
Skinner Chuck 


@® kK. H. Walther has been ap- 
pointed secretary and sales man- 
ager of the Skinner Chuck Com- 
pany, New Britain, Connecticut. 
Mr. Walther has been with the 
company since 1920 and for the 
past several years has been chief 
engineer. 

Mr. Walther’s appointment is to 
fill the vacancy left by the resigna- 
tion of R. B. Skinner who has ac- 
cepted the position of vice-president 
and general manager of the D. E. 
Whiton Machine Company, New 
London, Connecticut. 


Victor Balata Issues 
Silver Anniversary Folder 


@ In connection with its silver an- 
niversary, celebrated in December, 
1935, the Victor Balata and Textile 
Belting Company, Easton, Penn- 
sylvania, has issued a folder giving 
a brief list of Victor products and 
information about the company’s 
activities. This folder, which is 
printed in two colors, with decora- 
tive bands and borders of silver, 
also shows the original Victor 
plant of 1910 and the plant of to- 
day. 

Starting with a small plant, the 
company has grown steadily until 
today it is one of the largest con- 
cerns of its kind in the country, 
with what is said to be the most 
complete line of textile belts and 
allied products. 





W. W. French of Dodge Manufac- 
turing Company, Mishawaka, Indi- 
ana. We don’t know whether he is 
contemplating a motor trip or just 
leisurely spending a few minutes to 
pose for the MILL SUPPLIES pho- 
tographer. 
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If we re going 
to sell hoists, why not sell 


hoists of — 


ADVANCED DESIGN?” 


New markets will open up during the coming 
year for the distributor who takes advantage 
of the latest Coffing hoist idea—the ‘‘Chal- 
lenger.” 


The ‘‘Challenger’’ uses twin levers, with rope 
pull—operating on the face of disc wheels by 
friction grip—to lift the load, gravity to lower it; 
lowering speed is completely controlled by a 
simple governor. It has broken all performance 


| records: Hoisting costs are slashed. Operators 
| accomplish more in less time and with less 


fatigue. Loads are raised faster and with greater 
ease, lowered rapidly and reliably. 


Sales advantages such as these cannot help but 
boost your hoist business. Let us send you full 
information on this model and on the complete 
Coffing line—together with information on our 
franchise, which 1s bringing profits to more dis- 
tributors every day. 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 


COFFING 


DESIGN 


SPUR GEAR * RATCHET LEVER * 





ADVANCED 


ELECTRIC - 


aren 














Three - point supe- 
riority for the 


“CHALLENGER” 


radically cutsload raising 
and lowering time. 


low in cost—extremely 


durable. 


strong, broad sales ap- 
peal. 











HOISTS 


LOAD BINDERS 
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important 
srembers 0 
ihe populat 


y. S. Line 




















U. S$. Bench 
and Pedestal 
POLISHERS 





"“U. S."" Tools 
are popular with 
distributors be- 
cause they com- 
pete in price and 
excel in perform- 
Their fine 
quality is the re- 


ance. 


sult of many years 


of experience and 


THE beffer 
or polisher illustrated 
is made in 2 sizes, 
Vo and 1 hp.; motor 
is not universal; for 
a.c., voltage, cycles, 
and phase must be 
stated; for d.c., vol- 
tage only; motors 
capable of heavy- 
duty service. 





development. 


U. S. distribu- 
tors have the sup- 
of factory 
trade 
paper advertising, 


port 


salesmen, 


display material, 
catalogs, and cir- 


culars. 


Complete _ in- 
formation will be 
supplied without 
obligation. 





Sold Under U. S&S. 
6-Ply Certified Dis- 
tributor Plan 


1. FULL LINE 
2. SUPER-QUALITY 


3. ECONOMICAL 
PRICE 


4. PROTECTION 
5. GOOD PROFIT 
6. SALES AID 
« 
A Sound Foundation 


for Electrical Tool 
Sales and Profits 








The U. S$. ELECTRICAL TOOL CO. 


Cincianati, Ohio 


2498 West Sixth St. 


In Canada 
Maple Leaf Electric Tools Ltd., Toronto 


DRILLS -BUFFERS-GRINDERS 


THE STANDARD OF QUALITY 
SINCE 1897 
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| ® A new catalog has been issued 
| by Rockford Screw Products Com- 


sections, 


| machine 
bolts and Gulmite screws. 


| or the complete catalog. 








At a recent meeting of manufac- | 
turers and distributors held in Phila- | 
delphia, B. G. Waring of Yarnall- 

Waring Company, Philadelphia, talks | 
things over with R. E. P. Yoder, | 
secretary-treasurer of William H. 

Taylor and Company, Incorporated, 

Allentown, Pennsylvania. 


Harper Company Completes 

New Factory Addition 
@ The new factory addition started 
November 1, by the H. M. Harper | 
Company of Chicago, has been com- | 
pleted. The new addition of 6,000 
square feet, is two stories of brick 
and steel construction, matching 
their older factory building on 
Fletcher Street. 

The first floor is to be used 
for stock and shipping, 
while the general office occupies 
the second floor. Former office and 
stock rooms were opened into addi- | 
tional manufacturing space. 





Rockford Screw Issues 
Catalog 


pany, Rockford, Illinois, in six 
covering cap and_ set 
screws, wood screws, bolts and nuts, 
screws, Dardelet rivet 
The 
catalog is so arranged that in- 
dividual divisions may be acquired 


New Electric Tool Catalog 
@ A new catalog, Number 60, on 
high frequency electric tools, has 
been issued by The Independent 
Pneumatic Tool Company, 600 West 
Jackson Boulevard, Chicago. The 
catalog contains a complete show- 
ing of attachments for electric 





THE COUNTRY 














Eight months ago “Maxi” taps were 
introduced. Already they have made 
thousands of new customers for 
“Greenfield” and for “Greenfield” 
distributors. Now the same special 
surface treatment that made “Maxi” 
taps so outstanding is available on 
twist drills and reamers. 


“Maxi” tools are the greatest single 
improvement we have ever put out 
in 60 years of tool making. Yet they 
cost no more than ordinary high 
speed steel tools. GREENFIELD 
TAP & DIE CORPORATION, 
Greenfield, Massachusetts. New 
York: 15 Warren St.; Chicago: 611 
W. Washington Blvd.; Detroit: 228 
Congress St. W. 


GREENFIELD 





screw driving and nut setting, and 
a section is devoted to Universal | 
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electric tools, pneumatic tools and 
contractors’ tools. It is illustrated 
and contains specifications of the 
entire Thor line of high frequency 
electric tools. 


Yale and Towne Appoints 
Harlan Sales Manager 


@ Jesse R. Harlan, recently ap- 
pointed sales promotion manager 
of the Yale and Towne Manufac- 
turing Company, Philadelphia, has 
been associated with the materials 





J. R. HARLAN 


handling equipment industry for 
more than 15 years, beginning his 
career as advertising manager of 
the Stuebing-Cowan Company, Cin- 
cinnati. 

Shortly after the Cowan Truck 
Company was merged with the 
Stuebing Company in 1926, Mr. 
Harlan handled the sales and ad- 
vertising in Holyoke, Massachu- 
setts, for the Cowan Division. 

In 1929 the Stuebing-Cowan 
Company was absorbed by the Yale 
Company, and a year later Mr. 
Harlan established himself in the 
advertising agency business in Cin- 
cinnati, where he specialized in 
industrial accounts. 

His headquarters will be at the 
Yale and Towne Manufacturing 
Company, Philadelphia plant. 


Menges Retires From Active 
Service in Woodwell 
Company 


@ H. J. Menges, general manager 
of Jos. Woodwell Company, Pitts- 
burgh, Pennsylvania, has retired 
from active service in the company. 
Mr. Menges, however. will retain 
his association with the company 
in an advisory capacity, and will 
receive a pension for his sixty 
years of service. 


Talk your 
CUSTOMER’S 


language 









































RDERS are frequently lost when 
O salesmen are not sufficiently informed 

to be able to talk about a product in 
terms of the customer's needs. 


You will never encounter this condition 
in so far as packings are concerned—if you 
standardize on the Belmont line. 


The Belmont Plan presents two vitally im- 
portant features that are of the greatest value 
to your salesmen: 


THE BELMONT SAMPLE KIT 

« —it fits the pocket, yet includes 
all major types of packings—enables 
the customer to see and judge the 
quality. 


2 THE NEW BELMONT CATA- 
e LOG NO. 33—it not only shows 
the complete line, but also contains 
comprehensive Packings service recom- 
mendations to help your salesman an- 
alyze customers’ requirements. 


Write us today for the complete Belmont 
sales plan. It will point out the way to 
increased sales and profits. 





THE BELMONT PACKING & RUBBER CO. 


Butler & Sepviva Streets 


Philadelphia, Pa., U. S. A. 


| “There is a Belmont Packing for Every Service” 
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Be kyo age dae 
eke a Sp ae ee 


Ya ee? 





All about R & M electric hoists and 
cranes. Well, almost all, for we can 
show only a few of the hundreds of 
different types and capacities that we 
are prepared to build. 


Important mew equipment is featured in this 


32-page 84-by-ll-inch bulletin. It covers the 
most modern developments in hoist engineer- 
ing, gives detailed specifications, and makes 
clear what R & M_ precision-manufacturing 
standards mean in terms of absolute reli- 
ability of service. 

Send for your copy. It is free, naturally. 
The coupon will bring it. 


R & M Hoists Are Sold Through Mill Supply Houses Everywhere 


Robbins & Myers. Ine. 


HOIST AND CRANE DIVISION 


SPRINGFIELD, OHIO 





MAIL COUPON TODAY 


ROBBINS & MYERS, INC., 
Lagonda & Farzwell Sts., Springfield, Ohio 





Please send your new Bulletin 6161, on R & M 
Electric Hoists and Cranes. 

Name 

Address 


City State 
SSCSSeeeeeeeeseeseseeeeses. . 








A 
RAILROAD OILER 
FOR 
HEAVY DUTY 


Eagle No. 101 is a 
sturdy, long life oiler for 
engineers and mechanics 
and for mill, factory and 
foundry workers. It has 
a seamless, drawn steel 
body with double- 
seamed bottom. The 
extra large, welded steel 
spout cannot split open 
welded to body 





& 


Handle is 
Capacity, | quart. 


MORE PROFIT FOR 
DISTRIBUTORS 


All your oiler requirements from one 
source of supply. 





This is just one of the complete line of 
oilers and oil containers manufactured by 


Eagle. Catalog sheets sent on request. 


EAGLE MANUFACTURING CO. 
WELLSBURG, W. VA. 








GOOD 
SOLDER 


is easier to sell and makes satisfied 
customers. 


Gardiner Flux-Filled Solders are 
made only of the best materials 
with the most exacting care and is 
always of 
uniform 
high qual- 
ity. Indus- 
trial users 
everywhere 
testify that 
it does bet- 
ter and 
faster work 
even with 
inexperi- 
enced help. 


Further- 
more be- 
cause of 
modern 
production methods Gardiner Sol- 
ders actually cost less than even 
ordinary solders. 








Available in 1, 5 
and 20-lb. spools. 


We also manufacture a complete 
line of bar, solid wire and pellet 
solders and babbitts. 


ek ee 
= Cirdin r > 


, N eta co 77 . 
| 4833 So. Campbell Ave., Chicago, Il. 
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| At a recent convention in Atlantic 
| City, our photographer’ caught 
| George A. Fish, sales manager, and 
| E. B. Gallaher, president, Clover 
| Manufacturing Company, Norwalk, 
Connecticut, in conference, but they 
| graciously posed for this photograph. 
| pphiet ae ais 
Skilsaw Issues 
Portable Tool Catalog 


® Catalog Number 36, covering the 
entire line of portable electric tools 
manufactured by Skilsaw, Incor- 
porated, Chicago, has just been 
published. This 33-page book is 
fully illustrated and descriptive 
data given for each product, to- 
gether with price-lists. Several 
pages are devoted to Skilsaw elec- 
trical appliances. 


Southern Representative of 
Carborundum Moves 


@ H. R. Bird, southern representa- 
tive of Carborundum Company, 
Niagara Falls, New York, moved 
his headquarters to Memphis, Ten- 
nessee in December. He was form- 
erly located in Cincinnati, Ohio. 


Bulletin on SKF Bearings 


@ A new bulletin, “SKF Bearings 
and Housings for Fans and Blow- 
ers,” has been issued by SKF In- 
dustries, Incorporated, Philadel- 
phia. Types of fans, shaft diameters 
and other designations for 86 actual 
changeover jobs are given and on 
| the fourth cover is an information 
| form to simplify changing over to 
| SKF adapter mountings, cup sleeve 
| mountings, knee type boxes, and so 
forth. 


Dumore Brings Out New 
Circulars 


@ Two new circulars have been 
published by The Dumore Com- 
pany, Racine, Wisconsin, covering 
KG vari-speed flexible shaft tools 
| and No. 44 Dumore tool maker pre- 
cision grinder. 








Mill Supplies to Push 
Its Bulletin 


® Distributors and manufacturers 
will benefit from the improved 
MILL SUPPLIES Bulletin which 
will now appear regularly every 
month in an expanded and improved 
style. 

The Bulletin is sent without 
charge to all manufacturers and 
advertising agencies with present 
or potential interest in mill supply 
distribution. MILL SUPPLIES be- 
lieves that by using this vehicle to 
point out economies in mill supply 
distribution, it will strengthen the 
position of the mill supply house in 
the eyes of manufacturers. 

Included in the Bulletin will be 
news of the distribution industry 
as it affects manufacturers, infor- 
mation on industrial conventions 
and exhibits, and “pre-views” of 
what is te appear in forthcoming 
issues of MILL SUPPLIES. 

Distributors and manufacturers 
are invited to run “blind” classified 
advertisements, without charge, re- 
garding representatives available 
or wanted in various lines. 

MILL SUPPLIES urges dis- 
tributors to send in items for the 
Bulletin which they believe will be 
ot interest to manufacturers. Ad- 
dress communications to Bulletin 
Editor, MILL SUPPLIES, 330 
West 42nd Street, New York City. 








H. C. Atkins, president and general 
manager of E. C. Atkins and Com- 
pany, Indianapolis, Indiana, giving a 
hearty blow which might have been 
the recent Florida hurricane, which 
made a clean sweep of the 67 candles 
which adorned the birthday cake, at 
a recent surprise party honoring Mr. 
Atkins’ 67th birthday. A fitted trav- 
eling case and a combination desk 
lamp and clock, gifts of the company 
employees, were presented to Mr. 
Atkins by Fred C. Gardner, secre- 
tary-treasurer. William Weaver, 
acted as chairman, and other speak- 
ers were W. A. Atkins and Charles 
Bronson. 











We appreciate that distributors have played an important part in 
our success and in soliciting their co-operation for 1936 we suggest 
that they remember that PARKER VISES offer them selling ad- 


vantages unknown to any competitive makes. 


Vises will be sold in 1936. The aggressive salesmen will get the 
business) HERE ARE YOUR SELLING POINTS. 
A RNR 


RENEWABLE, STEEL JAWS 


KR 


VOWIVEL LIAL GRIPS 
LIKE A GRIZZLY 


mst 


oO 
TWh HANDIE SEAS PUT 
A 





OUR 1936 SALES POLICY 


We will continue to sell 100% through distributors with full pro- 
tection for them. 


PARKER 


THE CHARLES PARKER CO. Ady 
MERIDEN, CONN. 
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a new super- 
Hack Sawing 
Machine joins 


the MARVEL 


Line 





| 
i 
| 


= MARVEL 
18"x 1 3" Number 18 | 


not just another model, nor just a big saw, | 
but a new development in sawing machines | 
capable of handling the largest sizes of bil- 
lets and bars, capable of continuous opera- 
tion on the toughest alloy steels. Here is the | 
machine every Stee? Mill, Steel Warehouse | 
and fabricator of large work needs today | 
and the machine they will have to have} 
tomorrow. 
NEW ROLL STROKE—a new sawing 
principle that ends “dragging” of 
blades thru the cut; for the first time gives 
the free-cutting, chip-clearing action of a 
carpenter’s hand saw. 
NEW LOW PRESSURE HYDRAULIC 
4 


FEED so fundamentally simple 
that any one can operate, maintain and 
if necessary repair it. Every advantage of 
hydraulic feeds without the usual compli- 
cations. 


The Outstanding 

Line of Sawing 

Machines much to. sell. Low | 
priced dry-cutting saws; | 


plain bearing, moderate price high speed saws; 
ultra-high-speed ball bearing saws; fully auto- 
matic production saws with automatic bar push- 
up; the fully universal No. 8 MARVEL Metal 
Band Saw; and now, the new No. 18 Super-| 
Sawing Machine. 


The MARVEL Line includes: 





In metal sawing there 
is no name that can| 
stand with “MARVEL,” | 
no line that offers as 





No. 1 General Purpose Hack Saw. Cap. 4”x 4” 
No. 2 General Purpose Hack Saw -Cap. 8”x 8” 
No. 4B Light Duty High Speed Saw Cap. 6”x 6” | 
No. 6 Heavy Duty High Speed Saw Cap. 6”%x 6” | 
No. 9 Heavy Duty High Speed Saw Cap. 107 x10" | 
No. 6A Automatic Production Saw Cap. 6”x 6” | 
No. 9A Automatic Production Saw. Cap. 10x10” 
No. 8 Metal Cutting Band Saw. Cap. 18”x18”" 
No. 18 Hydraulic Hack Saw... Cap. 18”x18” 
Other MARVEL Lines 

MARVEL High-Speed-Edge Hack Saw Blades, 
the only blades that can be both high speed 
and unbreakable, that permit highest speeds 
and greatest feed pressures and assure continuous 
operation at capacity on any machine. 
MARVEL High-Speed-Edge Hole Saws that have 
sufficient strength for deep drilling and for drill 
press use ney have multiplied the market for 
Hole Saws | 
MARVEL Line of Tapping Machines New low- | 
priced, universal tappers—7 sizes, 7 capacities, 7 | 
spindle speeds. | 


Write for Bulletins. 
Armstrong-Blum Mfg. Co. 
"The Hack Saw People’ 
353 N. Francisco Ave., 
Chicago, U. S. A. 
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| pany, 


William MacGregor 


® William MacGregor, general sales 
manager of the Carborundum Com- 
Niagara Falls, New York, 
died on December 18 after a pro- 
longed illness, at the Polyclinic 


| Hospital, New York. 


WILLIAM MacGREGOR 


Mr. MacGregor was born 
on October 5, 1888, and in 1912 
came to the United States to join 
the sales staff of the Carborundum 
Company. In .1918 he became a 
general sales representative of the 
abrasive paper and cloth depart- 
ment of the company, and in Au- 
gust, i926, following the death of 
William W. Sanderson, he was ap- 
pointed general sales manager of 
the company, which position he held 
until his death. 


Frank S. Brewer 


@ Frank S. Brewer, sales represen- 


_| tative for the Clark Brothers Bolt 


Company of Milldale, Connecticut, 
died suddenly at his home at Union- 
ville, Connecticut, on December 26, 
at the age of 68. 

Mr. Brewer was born on Sep- 


| tember 26, 1867, in Unionville, and 


for 42 years until his resignation 
five years ago, he was associated 
with the nut and bolt manufactur- 
ing firm that was originally the 
Upson Nut Company, later the 
Bourne Fuller Company and is now 
the Republic Steel Company. For 
the last five years he had been a 
sales representative for Clark 
Brothers Bolt Company. 
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in | 
Kemney, Aberdeenshire, Scotland, | 


¢ higher quality 
belts that save 
your customers 
‘money and assure 
‘repeat orders... 


MALABAR 


unexcelled forconvey- 
ing and elevating... 


HETMACO 


excellent where oil, cutting com- 
pounds, acids, etc., are present. 


HETTRICK 


the standard stitched canvas 
belt for over 40 years. 


WHEen-you sell Hettrick Belting you 
sell long-lived, economical performance 
that wins customers’ respect and future 
business. Hettrick is not just another belt- 
ing. Its exceptional quality places it in a 
class by itself. The Hettrick resale price 
set-up means added profits for you. You 
will be interested in our sales plan. 


| The HETTRICK MFG. CO. 


Summit at Magnolia Sts. 
TOLEDO, OHIO 



















Corrected up 
to the minute! 


@The new MILL SUPPLIES 
Directory contains a list of 
industrial supply and ma- 
chinery manufacturers clas- 
sified according to products, 
an alphabetic list giving the 
names and addresses of these 
manufacturers, and an alpha- 
betic list of product trade 
names describing the products 
and identifying them with 
their manufacturers. 


@In addition to these regular 
features, this year’s Directory 
contains several editorial 
articles on matters of imme- 
diate interest to distributors. 


@ More than 300 advertisers are 
featuring product information 
in the Directory issue. 

@ Keep this book within easy 
reach! You will want it hun- 
dreds of times during the 


coming year. 


* MILL SUPPLIES * 


The only magazine published for 
distributors and their salesmen 


330 West 42nd Street 
NEW YORK, N. Y. 
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The “Atlas” 


is backed by a 
constant natioral 
advertising carm- 
paign to help you 
make sales. 








We keep in constant contact with your 
customers and prospects by magazine 
advertising, by direct mail through the 
distributor and from the factory and 
by personal calls, all designed to create 
a desire for “ATLAS” car movers in 
the minds of your prospects and all 
carrying the suggestion that purchases 
be made from the distributor. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 


MILWAUKEE, WIS. 
(FORMERLY OF APPLETON, WIS.) 














EYE SAFETY 
ON A THOUSAND JOBS 





PATENTED 


CESCO No. 220 


WIDE-VISION GOGGLE 


with SUPER-SAFETY LENSES 


In mill, factory, machine shop, railroad 
yard, foundry, quarry—and hundreds of 
other places this new Cesco 220 Wide-Vision 
Goggle with Super-Safety Lenses gives best 
protection from eye injuries. Industrial dis- 
tributors can build business with this new 
product—and increase their profits by han- 
dling the entire Cesco Line of Industrial 
Head, Eye and Lung Safety Equipment. 
Write for Jobbers’ Catalog. 


CHICAGO EYE SHIELD CO. 


2329 WARREN BLVD. CHICAGO, ILL. 

















A future MILL SUPPLIES sales- 


man! Young Master Grantvedt, son 
of E. N. Grantvedt, western manager 
for MILL SUPPLIES in Chicago, is 
deeply engrossed in the study of one 
of the issues of MILL SUPPLIES. 
If he keeps this up we suggest that 
his Daddy look to his laurels within 
a very short time, or the young “Mas- 
ter” will be out selling space and 
giving “E.N.” plenty of competition. 


New Lunkenheimer 
Distributor 


@® Atlas Supply Company, Incorpo- 
rated, Winston-Salem, North Caro- 
lina, has been enrolled as a Lunk- 


enheimer distributor, to handle 
| products manufactured by The 
Lunkenheimer Company, Cincin- 


nati, Ohio. This company is ex- 


panding its operations, and will in- 


clude a complete industrial supply 
department. Larger quarters have 








been acquired and the force of em- | 


ployees increased. 


J. H. McGraw, Jr., Succeeds 
Father as Chairman of 


McGraw-Hill 


@ At a meeting of the Board of 
Directors of the McGraw-Hill Pub- 
lishing Company, Incorporated, 
held on December 27, 1935, James 
H. McGraw, the founder of the 
company and its head for more 
than fifty years, resigned as chair- 
mati of the board and was elected 
honorary chairman. He will re- 
main as a member of the board. 

James H. McGraw, Jr., who has 
been connected with the company 
for the past twenty years, was 
elected chairman of the board. He 
has served as treasurer and was 
executive vice-president and vice- 
chairman of the board at the time 
of his election. 

Malcolm Muir, president of the 
company since 1928, continues in 
that capacity. 
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UF KIN 


TAPES - RULES 
PRECISION TOOLS 








Mr. 
Supply Dealer 
You Should Have 


[UFKIN 


PRECISION TOOLS| 


IN YOUR STOCK 





They are first choice where 
QUALITY and PRECISION 
are considered. 


13,400 Factory Executives 
requested catalogs of Lufkin 
Precision Tools at the recent 


Cleveland Machine Tool Show! 


These men are 
your customers. 


They will specify 
Lufkin Precision 


Tools. 
Can You Serve Them 








THE JUFKIN RULE £o. 


SAGINAW, MICHIGAN, U.S.A. 


NEW YORK 
106-110 Lafayette St. 


(@F-Tal-oll-lat- [oa dol ah 
WINDSOR, ONTARIO 
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1905 (Strand 1936 Centrifugal and en 


‘Hi 
Pumps 
FLEXIBLE SHAFTS | _ (Cominecd trom pase 2) A BRASS 





AN D M AC H | N E S and causes trouble, particularly if 


VERTICAL AND HORIZONTAL hot liquids are pumped. Take out | - 
TYPES the packing and strip off a layer | 


. . . | 
Vg to 2 H.P. USED FOR from one side of the ring. For) BRONZE 
GRINDING small sizes, packing rings of exact 























Our Flexible Shafts POLISHING ; ia ey a 
and Machines DRILLING | COsely ‘because they swell when| Q  EVERDUR = MONEL 
are Built for Hard REABEING > : STAINLESS - ALUMINUM 
Riis WIRE — wet to fill the space. Clean out | 
prey steam and exhaust pipes before you; ——— 
Pay More NUTSETTING | Start a steam pump, or pipe-cutting | BOLTS: SCREWS: NUTS 
and SCREWDRIVING |chips may get into the cylinder. eS = : 
Get More ane I ‘ . | 
e cama nstalling Centrifugal Pumps | si ; 
er oy | Put a centrifugal pump where it | ! ILL _ re 
Sistas “ saaney |can be inspected during operation quirements prompt Y, satis- 
. ooo OTHER and provide headroom for a hoist factorily, and profitably, with 


OPERATIONS 







or tackle. Protect the pit against this complete line... Har- 
‘floods. Put the pump as near the| per is your logical source of 
WRITE FOR OUR fluid source as possible. supply on ALL NON- 
GENERAL CATALOG Centrifugal pumps must have a FERROUS ITEMS. 

solid foundation, preferably con- 


. ° Write for our complete catalog 
crete. Set in the foundation bolts 





with a washer and pipe surround-| . 
Established 19 ing sleeve so they can be shifted! 
N. A. STRAND & CO. sidewise slightly to match the bolt The H. M. HARPER co. 
5001 N. Lincoln St Chiceag USA holes. The sleeve should be 25 2622 Fletcher St. Chicago, Ill. 





‘times the bolt diameter. Set the 
pump on the concrete with wedges 
and align and level it. (A flexible 
|coupling is not made to compensate 
for misalignment). To align cou- 
pling halves on pump and motor or a 
turbine, put a straight-edge across plants - 

| both halves and also check at four r 

| points around the coupling with 
inside calipers. If the pump is to 
be heated from the fluid, or is driv- 
en by a steam turbine, alignment 








































should be checked under heated con- eM. 
ditions. WV terever steam 
° is used for 
To grout, build a dam at least} heating, processing 
24 inches high around the base. | or generating, there 
REGULAR The wedges should hold the base ce a 
PROFITS about } inch above the foundation tienes in cow 
and grouting should be worked well and replacement 
ASSURED , , business or some of 
under. Give the grouting a day or tis neoy Leneraen 
“Thanks a million!” one dealer wrote in to us two to harden, then tighten anchor steam specialties. 
recently when he saw the volume pouring in due to 
this Esico star salesman. bolts and recheck alignment. If Lonergan power 
YOU, too can cash in on the ‘‘self-merchandising’’ ie. - : | tales 
Esieo display board with its six popular irons. Modern it is poor now, correct by shimming i ant specialties arc 
in 7 5 ge ee nee under motor or um : N n nown to engineers 
ours, under the Esico sales policy—F REE! Oo . NOW con- naihiseanl : 
Start 1936 vight-—quesenten yourself regular profits ‘ P P Model “wT” everyw here for their 
on yor ecteutnn V Deslnets. Satisfy yosr seers nect up pipes, being sure that they Pop Safety Valve dependability. The 
with an established line. et the story abou sico . ‘ i i , C 
pr Ay ye ge OE hy A oe line up properly. If they don’t. largest industrial ee 
merchandising experience! Get complete infor- . . ; as Ford Motor Co., Bethlehem Steel, Bald- 
mation by writing. tightening flange bolts may pull | win Locomotive Works, DuPonts, and thou- 
Electric Soldering Iron Co. UMP O i - | sands of others, large and small, are usin 
342 West 14th St., New York, W. Y. sss . " ces. oe these instruments << the best results. ' 
_port pipes independently of the) 
| 





| pump to avoid strain on the casing. | pag elles: An ll 

After piping is installed check 

alignment. Drain pipe connections J. E. LONERGAN CO 
from the drip pocket to a waste pa? a : 
line that can be cleaned readily. 213 Race St., Phila., Pa. 
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SHERMAN 


STRAIGHT AIR NOZZLES 











You can particularly recommend | 
this nozzle for applications requir- | 
ing suspension over machines from 
overhead air lines 


@ This Sherman Straight Air Nozzle, Fig 
113, is of rugged, heavy construction, and 
will stand a lot of abuse. 


There is no 
screwed-in-tip—the hose end, for either 3 | 
in. or 14 in. hose, is cast integrally with the 
body, making separate air hose 
unnecessary. 





nipples 


Sherman descriptive circulars should 
be in your files—our wide variety of 
brass goods is in constant demand 
by all industries. 


H. B. SHERMAN MEG. CO. 
BATTLE CREEK, MICH. 














MULTI-FLAME TORCH. 
er for long, | 


SurTaBLe for industrial work of all kinds. 
Its enormous 10-inch blue flame saves 
time. Regulates to a small pointed flame | 
for fine soldering. Triple-capacity pump. 
Steel vein liners, removable for cleaning. 
Gas orifice block and cleaning pin renew- | 
ible when worn or damaged. 
Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICHIGAN 
Makers of World’s Largest Selling Firepots 








Use a strainer as on piston pumps. 
Be sure the pump is packed with 
well-oiled soft packing. Hard pack- 
ing creates excessive friction and | 
possible burning. Be sure ball or 
roller bearings are lubricated with | 
the proper oil and that oil reser- 
voirs are full. The pump and mo- 
tor should be rotatable by hand 
now. Check to be sure the pump 
runs at proper speed for the total 
head, including elevation from the 
surface of the source to the point 
of delivery, plus friction in all 
pipes and bends. If head is high, 
install a gate valve in the discharge 
to prevent overloading when the 
pump is started. This valve is 
closed while the pump is primed, 
then opened gradually when the 
pump comes up to speed and closed | 
as the pump is shut off. Usually 
the best arrangement is a gate 





valve in the discharge near the | 


pump and a check valve between | 
gate and pump. 

Before a centrifugal is started, 
be sure it is full of the liquid to 
be pumped. 





in, the pump must be primed as 
indicated in Figs. 1 to 3. If an in- 
jector is used as in Fig. 1, put a 
flap valve in the discharge line. 
The injector may be either steam 
or air operated. If a hand pump is 
used as in Fig. 2. use a check valve 
in the discharge line. If a water 
supply under pressure is available 
put a foot valve at the bottom of 





Unless the fluid flows | 






GIANT NEW 
16°’ QUIET 
OSCILLATOR BLADES 





FREE! 
NEW 1936 


CATALOG 
Send for your copy 


TODAY! 








the suction pipe in order to fill the 
pump, as in Fig. 3. When the pump 
is started, leave the valve in the | 
discharge line close until the pump | 
gets up to speed. | 


Centrifugal Pump “Ifs” 


If it is necessary to operate the 
pump at a lower head than that for 
which it was built, and speed can- 
not be diminished, as with electric 
motor drives, a gate valve on the 
discharge may be used to throttle 
delivery and prevent pumping an 
excessive quantity of water, and 
thus overloading the driving unit. | 
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TREATED 


by pioneers in 
heat treating 





Bristo Screws are made in the same 
factory as Bristol’s Pyrometers. A 
recognized standard for controlling the 
heat treating and so the quality of 
metal products throughout industry, 
Bristol's Pyrometers are the result of 
forty years’ experience in constructing 
precision instruments to serve the heat 
treater,—an experience that naturally 
is reflected in the quality of Bristo 
Screws. The Bristol Company, Water- 
bury, Connecticut. 


BRISTO 


TRADE MARK REG. U. 8. PAT. OFF. 





SOCKET HEAD SET AND CAP SCREWS 
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DESMOND 


Grinding Wheel 
Dressers and Cutters 





The Desmond-Hex Dresser 


The most durable mechanical 
dresser made. The hexagon bearing 
nuts provide six sets of bearings with 
no wear on the handle. Made in 
four sizes. 


We manufacture the only complete 
line of dressers and cutters and can- 
not only advise you, but can furnish 
you with the proper dresser for every 
grinding wheel. 


Write for copy of catalog “S” and 
complete information. We sell through 
distributors. 


The 


Desmond-Stephan Mfg. Co. 
Urbana, Ohio 











99% of all 


TRIAL INSTALLATIONS 
HAS PRODUCED A SALE 


BUILD UP VOLUME 


with 


WELLS 


METAL CUTTING 
BAND SAWS 









Write today 
for full de- 
tails. Dealers 
everywhere 
are enthusi- 
astic about 
this profitable 
fast - selling 
unit. 


MANUFACTURING CO. 


315 Seventh Ave., Three Rivers, Mich. 
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|If possible, it is better economy 
to slow the pump to the proper 
revolutions for the working head, 
or change the runners. 

| If after starting pump, it throws 
\a little water at first few turns, and 
| then churns and fails to discharge 
|more, it is sure evidence that air 
| was not all out of pump and pipes; 
\suction lift is too great; a leaky 
| suction line; or air leak along pump 
shaft through stuffing box. 

If motor-driven, be positive that 
| proper voltage is being delivered 
|at the motor; the use of proper- 
| size carrying wires will avoid trou- 
|ble of this nature: also see that 
|connections are properly made. 

If when first started, pump 
throws a full stream for a few min- 
utes, and then fails, it is caused 
| by failure of supply, or water re- 
'ceding in the well below suction 
| limit, which in a well is best de- 
| termined by a vacuum gage on the 
suction elbow of the pump. The 
‘remedy for this is to lower the 
pump. 

If the pump delivers a full 
stream of water at surface or level 
of pump, but fails to pump to a 
higher discharge point, the speed is 
too slow. 

If pump starts a full stream, and 
then the discharge decreases slowly 

until pump fails to deliver any 
water, it is caused by air leak at 
packing gland, or leak in suction 
piping or fittings. 

If the pump delivers a full quan- 
tity for a few hours and fails, the 
speed and water supply being un- 
changed, the suction pipe or im- 
peller is obstructed. 

If when running there is a heavy 
vibration, the shaft has been bent 
or an obstruction has lodged in one 
side of the impeller, or misalign- 
ment of pump or motor shaft. 

If the bearings heat unduly the 
belt is unnecessarily tight, the bear- 
| ings lack oil, or there is end thrust. 

In pumping hot water, fluids and 
highly volatile liquids the suction 

lift of the pump must be reduced, 
and in some cases a positive head 
must be obtained on the pump suc- 
tion, depending on conditions un- 
der which the pump must operate. 

Water should not discharge into 
a sump or tank near the end of the 
suction pipe, as there is danger of 
carrying air down and into the suc- 
tion pipe. Do not try to pump 
more than catalog rating of pump. 
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WITH GENUINE 


JACKSON belt fasteners 


When you sell your customers Jackson 
fasteners you sell them the assurance of 
safety—protection against accidents and 
delays . . . Jackson Belt Fasteners posi- 
tively will not pull loose. Users the 
world over will testify that they deliver 
permanent trouble-proof performance 
even under the most severe conditions. 
Sales of Jackson fasteners not only mean 
very satisfactory profits but assure you 
satisfied customers. 

We'll be glad to send sample, literature. 
and other information. 


Isaac JACKSON BELT FASTENER Co. 
18 VESEY ST., NEW YORK 
BEWARE OF IMITATIONS 














TWOFOLD 
PROFITS 


@ you make money 
@ your customer 


saves money 





DAGGETT BALL BEARING 
LOOSE PULLEYS 


Our profit margin and 
engineering assistance make the DAGGETT 
line profitable to the seller. DAGGETT 
performance cuts maintenance and oper- 
ating costs, and so saves money for the 
user. DAGGETT’S profit is twofold! 


You owe it to your business to investigate. 


CHICAGO PULLEY & 


SHAFTING CO. 
19 N. Desplaines St. CHICAGO 
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Sell it by 
DEMONSTRATION | 


Cleans Quickly, 
Thoroughly, 
Economically 







Ball Bearing 


The 
CLEMENTS-CADILLAC 


BLOWER SPRAYER 
SUCTION CLEANER 


Since every plant is a potential buyer of | 
this modern cleaning tool, the mill supply 
salesman should demonstrate it to every 
one of his customers. It’s easy to carry. 
Show how it cleans dust from motors, 
generators, machinery, lineshafts, storage 


Useful Pointers 


To reduce pounds pressure to feet head, 
multiply by 2.3., 

To reduce heads in feet to pressure in 
— multiply by .433. 

Friction of liquids in pipes increases as 
the square of the velocity. 

Doubling the diameter of a pipe in- 


| creases its capacity four times. 


To find the area of a pipe, square the 


| diameter and multiply by .7854 


A cubic foot of water weighs 623 peate 
and contains 1728 cubic inches or 74 U 


| gallons. 


bins and all other dust collectors around | 


the plant. 


Write for prices, discounts, and a folder full 
of selling information. 


CLEMENTS MFG. CO. 


6650 Narragansett Ave., CHICAGO, 














FOUND... 


in almost 
every plant 


Cap screws, set 
screws, coupling 
bolts, or studs are 
found on the pur- 
chasing requisitions 
of almost every plant. 
Distributors can de- 
velop this highly 
profitable business with 
OTTEMILLER Products. 


The OTTEMILLER _ line 
of milled screw machine 
parts is complete for prac- 
tically all purposes, and it 
provides such dependable 
quality that many plants 
have standardized on this 
one source. 


The steady, repeat charac- 
ter of this business makes it 
particularly interesting to 
distributors. OTTEMILLER 
gives 100 per cent dis- 
tributor service. 


The Wm. H. 
OTTEMILLER co. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 









Approximately, every foot elevation of : 
column of water produces a pressure of : 
pound per square inch. 

A “miner’s inch” of water is approxi- 
mately equal to a supply of 12 gallons per 
minute. In California, 9 gallons. 

The gallons per minute which a pipe 
will deliver equals .0408 times the square 
of the diameter, multiplied by the veloc- 
ity in feet per minute. 

To find the capacity of a pipe or cylin- 
der in gallons, multiply the square of the 
diameter in inches by the length in inches 
and by .0034. 

The weight of water in any length pipe 
is obtained by multiplying the length in 
feet by the i of the diameter in 
inches, and by 

To find the Fe charge from any pipe in 
cubic feet per minute, square the diam- 
eter and multiply by the velocity in feet 
per minute and by .00545. 

U. S. gallon of water weighs 84 pounds 
and contains 231 cubic inches. An im- 
perial gallon weighs 10 pounds and con- 
tains 277 cubic inches. 

To find the diameter of pipe in inches, 
divide the gallons per minute by the 
velocity in feet per minute, and multiply 
the square root of the quotient by 4.95. 

To find the capacity of a given tank or 
cistern in U. S. gallons, square the diam- 
eter (in feet), and multiply by .7854, mul- 
tiply by the height in feet, and by 7.48: 

To find the discharge in U. S. gallons 
per minute from any pipe, square the 
diameter in inches, multiply by ite veloc- 
ity in feet per second and by 2. 

The discharge from a pipe in poe feet 
per second is equal to the mean velocity 
in feet per second multiplied by the area 
of cross section of pipe in square feet 

Sharp angles or sudden bends in pipes 
cause great increase in friction, conse- 
quently increase of power is necessary. 
Where change of direction is desired the 
same should be by means of long easy 
curves. 

To determine theoretical horse power to 
elevate water to a given height, multiply 
the number of gallons delivered per min- 
ute by 8.33 (weight of 1 gallon of cold 
water), multiply this result by the total 
head in feet (total head equals actual 
head plus head due to friction—see Fric- 
tion Table). Divide this result by 33000 
(33000 pounds elevated 1 foot in 1 min- 
ute equals 1 horse power). To determine 
actual horse power divide the theoretical 
horse power by the efficiency of the pump. 
EXAMPLE: 

We wish to elevate 100 gallons per min- 
ute to an elevation of 100 feet through 
200 feet of 2-inch pipe with two elbows 
and one valve in the pipe. Pump having 
an efficiency of 60 per cent. 100 Elevation 
43.5 (friction in 200 feet of 2-ine h pipe) 
3 (friction in two elbows) + 1.7 (fric- 
tion in One valve) 148.2 Totz i Head. 
100 XK 8.33 « 148.2: 

33000 

3.74 Theo. H. P. 3.74 + 60% Eff. of 

Pump 6.2 Actual H. P. 

To determine the efficiency of a cen- 
trifugal pump divide the theoretical horse 
power as above, by the actual horse power 
required to operate the pump, and multi- 
ply the result by 100. 

EXAMPLE: 
3.74 (Theo. H. P.) * 100 
6.2 (Actual H. P.) 

60% Efficiency of Pump. 

Suction Lirt means the vertical dis- 
tance from the level of the water supply 
to the center of the pump, to which must 
be added the loss due to friction of the 
water in the suction pipe. 

DISCHARGE HEAD means the vertical dis- 
tance from the center of the pump to the 
center of the discharge outlet where the 
water is delivered, to which must be added 
the loss due to friction of the water in 
the discharge pipe. 

ToTAL HEAD means the sum of the suc- 
tion lift, discharge head, and all friction 
loss in both suction and discharge pipes. 
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REMEMBER! 





IRWIN is a 
Member of the 


American 
Institute 
of Fair 
Competition 
This Label Appears on All Goods 
Shipped from the Irwin Factory 











we Guaranty by Licensee to pur 


this license have been according 


chaser, all sales under 


to public sales policy on file with 


rican Institute of Faw Competition 





We sell only through Independent Wholesaler 


Retailer channel. The Irwin Auger Bit Company 

















THE 
COM- 
PLETE 
AIR- 
FINISHING 
LINE 






For 
Mill Supply 
Distributors 


Including 


Airbrushes Air & Fluid Hose 
Airpainting Units Air & Fluid Valves 
Airdusters Sprayers 

Pressure Tanks Swivel C ouplings 
Stripers Ventilating Units 


Air Regulators Water & Oil Separators 


PAASCHE 
AIRREGULATORS 


are indispensable for ac- 
curately controlling airline 
pressure from 150 Ibs. 
down. lace your cus- 
tomers’ od. air regulators 
with Paasche with profit 
to them and yourself. 


Everything for AIRFIN- 
ISHING plus engineering 
service to help you make 
more money on the well- 
known Paasche line. Al- 
most every call means a 
prospect. 





Write for prices, discounts, and catalog 
full of information to belp you SELL. 


Feasehn Airbrush be 


1902 Diversey Parkway Chicago 
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® But maintenance men in 
plants in every industry can 
and do use Key Graphite Paste. 
They have found from actual 
experience that once a seal is 
made with Key Graphite Paste 
it stays put. Key Graphite 
Paste has achieved an enviable 
position as leader in the sealing 
compound field and today it is 
considered the standard by 
which others are judged. 


® Consistent advertising, plus 
constant sampling, has ac- 
quainted industrial users with 
the many merits of Key Graph- 
ite Paste and its ability to 
absolutely seal pipe joints and 
gasket connections on lines and 
equipment carrying oil, high- 
pressure steam, acids, etc. 


® Key Graphite Paste is a profit- 
able item to stock and push. 
Write today for complete in- 
formation, about jobber fran- 
chise, discounts, etc. We will 
be glad to give you complete 
information, or, if you wish, we 
will have our representative call. 


2621 McCASLAND AVE., EAST ST. LOUIS, ILL. 





| Holo-Krome Screw 








Index to Advertisers 








A 
Advance Car Mover Co. 
Alemite 

| Alexander Brothers 

| Allen Mfg. Co. 
Allis-Chalmers Mfg. Co. 
American Pulley Co. 
American Swiss File 





& Tool 


Co. 2 
| Appleton- Atlas Car Mover Corp. 111 
Armour Sand Paper Works .... 
Armstrong-Blum Mfg. Co. 
Armstrong —_- Tool Co. 
Atkins & Co., E. C. 


Barnes Co., W. O. 

Beaver Pine Tools... .. 2.200 

3i Front Cover 
|Belmont Packing & Rubber Co. 107 
Bethlehem Steel Co. 

Bond Foundry & Machine Co. 

Bristol Co. 

| Brown & Sharpe Mfg. Co. 

Bunting Brass & Bronze Co. 


C 
| Card Mfg. Co., S. W. 
| Chicago Eye Shield Co. 
Chicago Pulley & Shafting Co. 7 
Chicago Rawhide Mfg. Co. 
Clayton & Lambert Mfg. Co. 
Clements Mfg. Co. 
Cleveland Cap Screw Co. 
Cleveland File Co. 
Cling Surface Co. 
Clipper Belt Lacer Co. 
Clover Mfg. Co. 
Coffing Hoist Co. 


Dart Mfg. Co., 

Deming Co. 

Desmond-Stephan Mfg. Co. 

Dodge Mfg. Corp. ...........58- 59 
Donnelley & Sons Co., R. R.. 


Eagle Mfg. Co. 
Edison Steel Works 
Electric Soldering Iron Co. 
F 
Factory Management & Mainte- 
nance 

Fitler Co., Edwin H. 
Ford Chain Block Co. 

G 
Metal Co. 





| . 
Gardiner 


| Goodyear Tire & Rubber Co. ... 


oes Tap & Die Corp. 
H 


' Harper Co., H. M. 


| Hettrick Mfg. Co. 


| Hewitt Rubber Corp. 
Corp. 


I 


| Imperial Brass Mfg. Co. 


| Independent Pneumatic Tool Co. 


| Indianapolis Brush & Broom Co. 
| Industrial Supply Research 


Bureau 

|Irwin Auger Bit Co. 

J 

Jackson Belt Fastener Co., 

| ITsaae 

Jeffrey Mfg. Co. 

| Jenkins Bros. ................. 

rc Johnson Bronze Co. ........... 
K 

Kennedy Valve Mfg. Co. 

Key 


MILL SUPPLIES @ JANUARY 1936 














Lonergan Co., J. E. 
Lufkin Rule Co. 
Lunkenheimer Co. 


Manhattan Rubber Mfg. Div. 
Raybestos-Manhattan, Inc. 

McGill Mfg. C 

Medart Co. 

Mill Supplies 

Milwaukee Brush & Mfg. Co. .. 

Morse Twist Drill & Machine Co. 


N 
National Twist Drill & Tool Co. 


Inside Back Cover 
Nicholson File Co., Front Cover, 49-52 


O 
Osborn Mfg. Co. 
Oster-Williams 
Ottemiller Co., Wm. H. 


P 
Paasche Airbrush Co. 
Parker Co., Chas. 
Parker-Kalon Corp. 
Powell Co., Wm. 


Quincy Compressor Co. 


R 
Republic Rubber Co. 
Republic Steel Corp. 
Ridge Tool Co. 
Robbins & Myers, Inc. 


S 
Safety Belt Lacer Co. 
Schieren Co., Charles A. 
Sherman Mfg. Co., H. B. 
Signal Electric Mfg. Co. 
Simonds Saw & Steel Co. ....... 
Spring Washer Industry 
Standard Pressed Steel Co. 
Stanley Electric Tool Div. 
Stanley Tools 
Stanley Works 
Starrett Co., L. S. 
Stewart-Warner Corp. 
Strand & Co., N. A. 


. 
Taylor Chain Co., S. G. 
Thermoid Rubber Co. 
Toledo Pipe Threading Machine 
Co. 


U. S. Electrical Tool Co. ... 
Upson Nut Division (Republic 
Steel Corp.) 


Van Dorn Electric Tool Co. 
Victor Electric Products 
Vincent Steel Process Co. 
Vogt Machine Co., Henry 


Ww 


Watson-Stillman Co. 

Wells Mfg. Co. 

Wickwire Spencer Steel Co. 
William & Co., J. H. 
Wood’s Sons Co., T. B. 


¥ 


Yale & Towne Mfg. Co. 
Yarnall-Waring Co. 








